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4 through the summer, the HOLDENline CHAN’L- 
RUN family of fixtures has been growing, growing in 
customer preference, growing in favor with wholesalers 
and contractors. 

All HOLDENIine CHAN’L-RUN fixtures have one out- 

standing exclusive family characteristic—the famous rigid 

steel channel that lets lighting men plan industrial light- 

ing with basic units that can be converted from individual 

fixtures to continuous run, quickly, easily, economically. 

Four other HOLDENIline CHAN’L-RUN features insure 

quick sales and lasting satisfaction. 

1—High lighting efficiency— photometrically designed 
reflectors. 

2—CHAN’L-RUN uses sturdy butt-on sockets exclu- 
sively. Mounted on and protected by heavy sheet 
steel plates. This insures correct lamp spacing at 
all times—field proven. 

3—Complete flexibility and interchangeability are 
provided by HOLDENline BASIC-UNIT SYSTEM. 
Permits fast conversion to continuous run with a 
minimum expenditure of time, work, money. 





4—Ample wire freeway. 





“To help you patut the uew a — | 
HOLDENLINE Z¢cture: “ 


R. G. Titherington 

705 Camp St., 

New Orleans 

Arkansas, Louisiana and 


Mississippi 





Bob Kuzell & Co., 
Illuminating Engineers 
Haas-Howell Bldg., 
Atlanta, South Carolina, 
Georgia, Alabama and 
Florida 






Giles-Irvin Co. 

Franklin, Tennessee 
North Carolina and 
Tennessee 



























HOLDENLINE COMPANY 


Pioneers tn Fluorescent 
2301 SCRANTON AVENUE + CLEVELAND 13, OH 9 
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A‘ service is available to all who plan 


to use Alcoa A. C. S. R. on their lines... 


conductor sizes and strengths, permissible spans, stringing data, 
guidance on erection. Alcoa introduced A. C. S. R. in 1909, so this 
help is based on many years’ experience. 

Call the nearby Alcoa office for any data you need, or write 


ALUMINUM Company OF AMERICA, 2164 Gulf Bldg., Pittsburgh 19, Pa. 


a , . i ar ee 
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THE RED SAFETY SIDE REST bars on oi dite of the off the board when the iron is rolled to rest on its 
General Mills Tru-Heat Iron hold the soleplate up side. Lessens the danger of iron tipping or falling. 


its safe...it rests on its side 


The General Mills Tru-Heat Iron on its Safety Side Rest is 
87% more stable than an iron tipped up on a heel rest . . . safer 
because it hugs the board on broad, low supports. And the 
natural easy motion of rolling it to rest on its side takes 15% 
less energy than pulling an iron up on its heel. 


Safety Side Rest is just one feature...there’s Tru-Heat Control, 
which reacts faster to changes in temperature than ordinary 
types of iron heat regulators...the scientifically shaped 4-Way, 
Full-Vue Ironing Surface with more working area than any 
of five leading makes...the Tru-Heat Fabric Selector 
with both fabric and temperature settings. Each ae 
adds ease and speed to ironing—and selling! ral 
NOW BEING DISTRIBUTED IN: Minnesota, Nebraska, 
the Dakotas, Wisconsin, Upper Michigan, Montana, Idaho, 
Wyoming, Utah, Colorado, New Mexico, and parts of Illinois 
and Indiana. Other states to follow soon! General Mills, Inc., raga its 


Home Appliance Dept., Minneapolis 13, Minn. Reespiv ages 
THE IRON SPONSORED BY Bett Crocker — ’ Lo 
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Unit or 
allation 


have already 

the Leader Officer 

ombining utility and 
beauty of design. 


Unit is available for additional 
g uses, thus giving it extra merit 


position it already enjoys. <a 
LET © alos l as \= = XS 





entatives in all principal cities. 


Distributed only through the Better Electrical Wholesalers 


THERE IS A LEADER REPRESENTATIVE 
IN YOUR AREA 


ELECTRIC MANUFACTURING CORP. 


6127 NORTH BROADWAY e CHICAGO 40, ILLINOIS, 


WEST COAST FACTORY + 2040 LIVINGSTON STREET, OAKLAND 6, CALIfe 
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THEE “GIVE” STAR FLALIBE PLAN 


If you haven't yet received a copy 


of our “5 STAR PLAN” booklet, write 
your nearest Commercial Credit office. “0 ti 
an ol 


tion 


Bu 
COMMERCIAL CREDIT COMPANY 
BALTIMORE 2, MARYLAND 
Capital and Surplus $80,000,000 
BULLDOG 
ELECT 
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Power line relocated ... 
ged 


all »~aterico! salwa 


You Can Do 


Manufacturers with an eye on tomorrow 
look to BullDog BUStribution DUCT for 
in power supply, because this flexi- 
bus duct system is engineered for the 


Moving day” in your plant can mean 
the time when your electrical system must 
be relocated, a new machine installed, or 
an old one shifted. In any case, BUStribu- 
tion DUCT is ready for the change. 


Built in standardized, prefabricated 


It With BullDog BUStribution DUCT 


sections, it can be dismantled, moved and 
reassembled without scrapping a single 
nut or bolt. And when you shift a 
machine, the circuit protective plug 
moves right with it for easy mounting 
at the nearest plug-in opening. No cut- 
ting power ... no tapping in “hot”—no 
lost production time. 


Write for detailed descriptive folders. 
Or, better still, consult a BullDog field 
engineer who can show you a BullDog 
installation near your own plant. 


BullDog Also Manufactures Vacu-Break Safety Switches—SafToFuse Panelboards— 
Switchboards—Circuit Master Breakers—Industrial Trol-E-DUCT for Portable Tools, 


Cranes and Hoists—Universal 


Trol-E-DUCT for 


completely flexible lighting. 


BULLDOG 


ELECTRICAL DISTRIBUTION SYSTEMS 


BULLOOG ELECTRIC PRODUCTS COMPANY, BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN. In Canada: BullDog Electric Products, Ltd., Toronto. Field Engineering Offices in All Principal Cities 
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SCREW DRIVER AND WRENCH 
are all the tools you need to 
completely dismantle and re- 
assemble a BullDog BUStribu- 
tion System. Made up of pre- 
fabricated, standardized sec- 
tions. the entire system can be 
used again and again in neu 
combinations and at new loca- 
tions. No fabrication on the 
job is necessary. 


NO WAITING FOR POWER 
with a BUStribution System— 
simply raise the plug to the 
nearest plug-in opening, snap 
its contact fingers over the 
busbar conductors and bolt 
the plug to the duct casing. 
The plug itself is a current 
protective device for the ma- 
chine it serves. 


a 


NO SCRAP WITH ANY MOVE! 
There is no waste when you 
move a BullDog BUStribution 
System from one location to 
another. The component ma- 
terials—steel duct, copper bus 
bars and vitreous porcelain— 
do not readily deteriorate and 
can be used indefinitely. 

Capacities: Feeder type— 
600 amps. to 4,000 amps.; 
Plug-in type—225 amps. to 
1,350 amps. 





has the Electric Roaster 
Range with ‘“Deep-Heect” 
surface oven built into the 
cooking top. 





ro te 


has the ““Deep-Heet”’ Sauce 
Pan which has both side and 
bottom heat. . 


CLUS hits bee 


Son gre terete 
E | es es 


has the ‘“‘Deep-Heet"’ Cooker 
with side application of heat 
—a six-quart insulated sur- 
face oven. 





has a Coal-Wood- Electric 4 
Range with ‘tDUO-OVEN”’ ( 5 ‘wat 
equipped with Oven Tem- x‘ $ 
perature Control. (Electri- x 1 F we N 
city supplements coal-wood 

fire to maintain uniform 
temperature.) 


YES, the Monarch Line gives you 
cooking conveniences to sell that are 
100% exclusive . . . cooking conven- Pea RANGES ann 


iences which will keep your custom- oe 

ers permanently happy that they bought Cmvich oe oP ) 

a Monarch ... happy that they made d pe 
their purchase at YOUR store. . amc } " = 


MALLEABLE IRON RANGE COMPANY | fe T | 


4896 Lake Street Beaver Dam, Wis. 
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SERVING YOU THROUGH SCIENCE 


BUNGALOW OR BIG BUILDING 
HERE'S THE QUESTION... 





a moans (ALLL cotring with OLE 


l <@ SAFER becouse of perfectly 
satntiaciaaaneareans You’re on the right track for adequate wiring —for new 


a 
structures or old—if the specifications read ‘““RU-Laytex”’. 


a For RU-Laytex, with its unique laminated insulation of 

pure rubber insulation guard 2 . . 
against current leakage. purified natural rubber is today’s lightest weight, smallest 
diameter, rubber insulated building wire. 
SAFER because of special Both in physical and electrical properties RU-Laytex 
Cineee, Sats eanee. leads the field. It prevents current leakage, has greater 
resistance to climatic deterioration, is easier to install, 

Smaller size per- ° . cl A . 
@) &) eaits more cirevils permits more circuits in a given space. 

sara So keep that question in mind: “RU wiring <> 

. >? . . “ Py 4 
wS. CONSTRUCTION with RU?” The right answer means greater satis Alp 
ital faction for all concerned. 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS ¢ ROCKEFELLER CENTER + NEW YORK 20,N.Y, 


SAFER because 10 layers of 
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When you need any POWER CONNECTOR — 


- g 
™%. 


—see the Complete line 


Probably the exact Power Connector you want Also the complete line of Service Connectors, 
is one of the standard Penn-Union items. You will Cable Taps, Straight and Parallel Connectors, 
find Tee and Stud Connectors and Solderless Grounding Clamps—every good type of conductor 
Termidal Adapters, Bus Supports, Terminals, fitting. Penn-Union connectors are the firsi choice 
Elbows, Cross Connectors, Couplers, Reducers— of experienced users, because of their known 
each in a wide range of sizes, up to the largest. dependability, mechanically and electrically. 


L. MORRIS LANDERS WALTER J. HUEMMER 


315 Walton Building Dallas Transfer & Term. Wareh. Bldg. 
ATLANTA, GA. DALLAS, TEX. 


PENN-UNION ELECTRIC CORPORATION, ERIE, PA. 


Line of Conductor Fittings 


-UNION | 


~ A 
~ SEE a 
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SPE RO offers 5 Lines 0 


Dependable Electrical Product 
Comprising 155° 


*K 
The large and complete Spero Line greatly simplifies the supply of electr 
lighting fixtures and construction equipment by making it possible to u: 
one dependable source for nearly all requirements. Spero’s 5 lines includ 


separate item 


@ more than 60 types and sizes of reflectors 

@ 10 types and sizes of floodlights 

e 28 types and sizes of vapor-proof units 

@ more than 30 types and sizes of fluorescent fixtures 
@ 20 types of switchplates 

@ 7 types of insulators 

@ more than 15 other items used in electrical construction 

@ This adds up to 155” profitable items for you and your custom: 


* 


The modern spacious Spero plant is equipped with the latest asseml 
line production machinery, making it possible to offér prompt delivery 
quality products, priced right to meet competition. 


Ly 
*"MSB" glass-enclosed fluorescent units will soon increase this tota 
and your sales volume. : 


Rae BBO A 
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—with special emphasis on 
Engineered Lighting 


The latest trends in engineering and design are incorporated into 
Spero products, assuring modern, up-to-date equipment. Spero 
fluorescent luminaires have always been "one step ahead". The two 
commercial fixtures illustrated typify the attractive design and 
correct engineering of all Spero products. Fluorescent fixtures 
for industrial and residential applications are also available. 


You can depend on 
Spero to furnish prod- 
ucts of quality stand- 
ards that build cus- 
tomer satisfaction and 
good will. No need to 
take chances on uncer- 
tain, “or equivalent” 
specifications. Spero 
products are tested, 
approved, and meet 
U. L. requirements. 


Spero lighting fixtures 
are designed for quick 
and easy installation 
and maintenance. 
Lamps, tubes and other 
parts requiring clean- 
ing or changing are 
easily accessible and 
removable. 


Spero production 
schedules are fast ap- 
proaching normal, and 
delivery of most items 
is being made prompt- 
ly from stock or cur- 
rent production. If you 
are not familiar with 
all 5 lines of Spero 
products, write today 
for Bulletin No. 10. 


Since its founding, 30 years 
ago, Spero has held strictly 


to its announced policy of * 


“Distribution only through 
legitimate electrical whole- 
solers". Besides protecting 
jobbers handling Spero 
lines, this policy makes i? 
possible at all times for con- 
tractors and dealers to ob- 
tain Spero Products through 
their regular channels. 


SPERO LVR 





"Masterpiece of Fluorescent > 


ti ee ea 
tubes, shielded by evenly 
spaced louvres, hinged for 
easy maintenance. Trans- 
luscent plastic side pieces. 
Individual reflector for 
each tu 


SPERO CVG 


Gloss-shielded luminaires of 
smort appearance and high 
efficiency. Simplified design 
does not sacrifice quality. 
Designed for effective use 
without glass, where desired. 





Available with 
“INSTA-LITE” 
providing imstan- 
taneous storting amd 
eliminoting sterters. 





Available with 
“INSTA-LITE” 
providing imstan- 
taneous storting and 
eliminating sterters. 







THE SPERO ELECTRIC CORPORATION 


Peee: SERSs . Ss 
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CLEVELAND,OHIO 














for leakage resistance measurements 
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esting electrical components, 
xisting Installations. Details 


Sea 


Weston Zeon 


Weston Electrical Instrument Corp., 686 Frelinghuysen Ave., Newark 5, New Jersey. 


Albany-Atlanta - Boston - Buffalo - Chicago - Cincinnati- Cleveland - Dallas - Denver - Detroit -Jacksonville-Knoxville-Los Angeles-Meriden- Minneapolis - Newark -New 
Orleans-NewYork-Philadelphia-Phoenix-Pittsburgh-Rochester-SanFrancisco-Seattle-St. Louis-Syracuse-InCanada, Northern ElectricCo.,Ltd., Powerlite Devices, Ltd 
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7 ITH its formal rededication on September 11, the 

~ famous General Electric Lighting Institute at Nela 
Park in Cleveland is ready to resume its prewar role 
as “Lighting Headquarters of the World at the Univer- 
sity of Light.” 


This re-opening is not merely a matter of “taking up 
where we left off.” Former visitors will find that the 
New Institute has taken a gigantic step ahead, with 
sweeping improvements in buildings, equipment, dis- 


plays and demonstrations. 


Training courses at the Institute use the most advanced 
educational techniques to speed the flow of information 


on lamps and lighting to consumers. New facilities 
have been added to make visits to the Institute more 
helpful to public utility representatives, lamp dis- 
tributors and other groups directly concerned with 


lighting sales. 


The New Institute —serving as the nerve-center of 
America’s lighting education—is a part of the General 
Electric Lamp Department’s biggest program to pro- 
mote Better Lighting for every commercial, industrial 


and home purpose. 


This program concerns you... because it ties 


in directly with your own load-building activities, 


’ "he | Spee th = —— = At ms a - be , 
ay VG. -- 4444 VLE MAGE atlGd SEE SIOW... 
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Developed in coop 


ial 
tension Univers! 
gned to help you 


am is desi 
program 1s de ' : 
les force 10 sellin 


ness of your 3a ' 
Industrial Lighting. Offic 
Home Lightin 
textbooks whic 


fundamentals 

Ene DOHING 

ebighting 
sont of 


COMPLETE 


“SEEING IS THE BIGGEST 


THING IN 


Here’s a comprehensive packaged pro- 
gram that will help you make the most 
of today’s pent-up commercial lighting 
market. Rememler...8 out of 10 stores 
are prospects for modern Store Light- 
ing. This promotion clicks, because it 
includes all the meeting materials, train- 
ing courses, sales aids and direct mail 
needed to do the whole job, from edu- 


LIGHTING 


SALES TRAINING 


y. this 


eration with the I 


g. Each cou 
h explain t 
ing and closing 


Salle Fx- 


unique General Electric 
build the effective- 
g Store Lighting, 
e and School Lighting and 
rse includes complete 
he most successful 
lighting sales 


SELLING” 


cating salesmen to closing the business. 


ELECTRICAL CONTRACTORS are given a 
feature role in this important General 
Electric program through a series of 
four special district meetings, which 
present the facts, figures, ideas and 
selling tools they need to develop more 


Store Lighting business. 





methods for develop 


in the particular field covered. 
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BULBSNATCHERs, ._ CAUGHT 
CT | 


P+ 


Promotio iggest challen i 
n of Better Lighting. By dran “on wag 
’ latizing the 


potential cons 
Consequences of bulbsnatchi 
: 11ng — incon- 


venience 
e se 
aelidiiniins yestrain and accidents—C.F 
8 i ee ee —t- iv 
filled with 4 powerful incentive to k Sives 
ith ri es P <CepD soc 
ie adhd sht-size bulbs, And this fall] e tee kets 
ng new Popular appeal t I “E Lamps 
Presenting Jead; 0 this 
epee & leading comic stars of radio and 
eries of hi ‘ 4d10 an . 
ail: scree 
saciid ilarious bulbsnatching ¥ abies 
Pages of Life, Saty & situations 
z5 re 


Collier's, Look and Liberty 


campaign by 
amps 
Campsj Ps. 
haPaigns. Effect; 
alway + ‘tiv 
Ways Proyvi; sede 


lav Evenj 
» Evening Post. , 
ed to Live} 


"YOUR PLACE IN 
THE SUN” 


illumination, it includes other load-builders such 


Later this fall G-E Lamps will launch its most az- 
gressive home-lighting campaign in years —another 
step in the long-range program that made such 
important headway with “Better Light — Better 
Sight.” “Your Place in the Sun” isa comprehensive 


Ss 


promotion which ignores none of the possibilitie 


of today’s home lamp market. Besides lamps for 


as infra-red, germicidal and sun lamps. “Your 
Place in the Sun” will be ready to go in November, 
with plenty of motion pictures, slide films, sales 
training courses, new literature and other sales 
aids to make it a “must” in your home-lighting 


promotion schedule. 


behind all these promorons US ... 
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G-E’s Complete Line of Lamps j 


GENERAL SERVICE . SUN LAMPS FLUORESCENT 


3-LITE SLIMLINE CIRCLINE REFLECTOR 


SILVERED BOWL 


GERMICIDAL 
! 


; cab. 
INFRA-RED STREET LAMPS 


NIGHT LAMPS 
MOVIE PROJECTIC 


F MERCURY PROJECT 


NO LIGHTING JOB CAN BE BETTER THAN ITS LAMPS — 
and it’s the continuing aim of G-E Research to lead the 
way with an ever-increasing line of high quality lamps 
for all purposes... lamps made to Stay Brighter Longer. 


** COMPLETE SPECIFICATION DATA AND HELPFUL 


LIGHTING IDEAS are available on every line of G-E 
Lamps for every major field of application. Call your 
General Electric Lamp Representative and tell him 


what kind of information you need—he'll get it for you. 


G-E LAMPS 


VF Constantly improved by research to 


Stay ONG 
Longer! 


GENERAL {& ELECTRIC 
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Reduce Service Interruptions and 
Emergency Service Trips with 





Kearney 7500 Volt, 
100 Ampere, Tripsaver 
— Catalog No. 6867-1 


(Se Rai ei es 


| TW 
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CONTINUOUS SEQUENCE OF ACTION — Keeps 
reserve fuses always ready for action. Reset- 
ting is automatic, the mechanism must be 
cocked before the cartridge can be replaced. 
Cartridges go into service in 1], 2, 3 order and 


repeat continuously without resetting. 


Blown fuses are clearly visible from the 

ground—and are quickly and easily replaced 

on the next inspection trip. With Kearney 

Tripsavers you can reduce losses due to un- 

necessary service interruptions and save 

countless emergency service trips to replace 
/ 


a blown fuse. 





UNIVERSAL’S New , Way 


Vid fC GOES THEM ALL ONE BETTER! 
—IN BEAUTY, FEATURES, SALES APPEAL! 


H 
sh 
fo 
re 
el 
of 
se 
is 
au 
ine 
ou 
NIVERSAL is proud to announce the new 1. Toast-Timer Dial—Makes toast to your taste to1 
addition to an illustrious family—a new, from “dark to light.” ror 
fully Automatic Toaster in the best tradition of i iia Dianne ia: in tik ae waitin eff 
top-quality table appliances. Ic is beautifully whl lenninagalng tating epee. 7 
streamlined with new exclusive automatic fea- - fie 
tures which make it the leader in the field. No 3. Clean-Easy Crumb Tray— Hinged bottom 
other Automatic Toaster equa!s it in sales appeal. tray is easily opened for cleaning. Pi 








Y ee BN LANDERS, FRARY & CLARK , NEW BRITAIN, CONN. 


Universal Applicaces distributed in Canada exclusively by Northern Electric Co., Ltd. 








LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 
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CONTROL SWITCHES 
P . can be placed 
anywhere for your 
convenience — high on 
the wall away from 


children's inquisitive ~ 


fingers or near the 
door alongside the 
light switch. 


ELECTRIC 
QUIKHETER 


e 


Here are two comfort giving ‘“‘extras’’ that 
should appeal to every homeowner—extra heat 
for cool chilly mornings and evenings when 
regular heating equipment is off...and adequate 
electrical capacity to assure the fullest measure 
of energy for today’s and tomorrow’s home 
service requirements. 

The new and improved Built-in € Quikheter 
is specifically designed to meet the need for 
auxiliary heat in homes. Equipped with a genu- 
ine Nichrome element that should never wear 
out, this attractive easy-to-install unit will send 
forth a glow of warm air that will change the 
room temperature in three to five minutes, thus 
effecting savings in time and fuel. 


The (@ Type AC Circuit Breaker 
Load Center and Service Equip- 
ment is another big “EXTRA” 
that will add immeasurably to the 
convenience, comfort and effi- 


MAKERS OF... 
BUSDUCT 
PANELBOARDS 
SWITCHBOARDS 
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Frank Adam 


ELECTRIC COMPANY 
St. Louis, Missouri 


A good 


Combination! 


EK 
CREM CTRICAR 


"iia eS 


TYPE AC 
LOAD 
CENTER 


ciency of homes. Shock-proof and simple to 
operate, requiring only the flip of a handle, these 
units not only make it possible to provide all the 
electrical capacity needed for household appli- 
ances, but provide double protection against 
dangerous short circuits and sustained overloads. 


For maximum home comfort and convenience, 

specify this new () EXTRA heat and electrical 
Capacity combination. 

Capacities: Built-in @ Quikheters 

are available in single units of 1000 

and 1500 watts and twin units of 

2000 and 3000 watts. @ Load Cen- 

ters, 2 to 16 poles, 15 to 50 amperes, 
for 120 volt AC Service. 


SERVICE EQUIPMENT 
SAFETY SWITCHES 
LOAD CENTERS 
ELECTRIC QUIKHETER 
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A NEW TRAINING COURSE } ,;, 
FOR ALL LIGHTING SALES PERSONNEL } :: 


Those who sell lighting today are the first who must be educated in today’s new lighting i, 
- - ol 

techniques. 

Changes in lighting engineering and improvement of light sources, lighting techniques, 

and lighting equipment have rendered obsolete much of the previous information on 

these subjects. 

This new Westinghouse visual training course has been prepared to help electric service 

companies provide their lighting sales personnel with needed new information. 

It is hoped that this course will help the lighting industry capitalize its greatest »ales 

opportunity—the opportunity of demonstrating what modern lighting can contribute to 


human welfare, industrial production, business success, and human comfort. 
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WHAT IS THIS COURSE? 


Westinghouse lighting engineers have collaborated 
with educational experts to produce a visual training 
course of the type used so effectively by the Armed 
Services and industry during the war. The course 
“package” consists of the following: 
18 sound slide films and records * Handy 
pocket-size lesson books « Complete instrue- 
tor’smanual + Easy-to-use Lighting Hand- 


book. 














WHAT DO OTHERS SAY 
ABOUT THE COURSE? 


Sixty electric service companies already have the 
course and are enthusiastic about the part it will play 
in their lighting sales campaigns. Now is the time to 
prepare for your own intensified lighting sales 


JAN 






activity. 





HOW MUCH DOES IT COST? 


Westinghouse pays the cost of preparation and initia! 
production, Users are charged only the reproduction 
cost of kit materials. 









2] 


One kit. complete, costs $225.00, and ineludes: 





18 films and records 
10 sets of 18 lesson books each 
| instruction manual « | lighting handbook 







Extra lesson books are available at $2.50 per set of 
18 books. 









HOW DO YOU GET A SET OF 
THE COURSE MATERIAL? 


Call or write to your nearest Westinghouse repre- 
sentative, or write direct to Lamp Division, W est- 
inghouse Eleetrie Corporation. Bloomfield, N. J. 
lor more information ask for “Hlumination 

. Fundamentals and Application.” 
Form A-4809, 











FOR WHOM IS IT DESIGNED? 


Designed specifically for lighting sales personnel of 
electric service companies. Excellent both for train- 
ing new salesmen and for “refreshing” experienced 
staff members. Each film is an authentic treatise on 
its subject, easily grasped and remembered. 







SUBJECTS OF THE 18 FILMS 
AND RECORDS YOU GET 
WITH THE COURSE 


1. The Mechanism of the Human Eye 

2. Light and Vision 

3. Illumination Terminology 

4. Quantity Requirements of Good 
Illumination 

- Quality Requirements of Good Illumination 

6. Importance of Color in Illumination 

7. The Incandescent Lamp 

8. Electric Discharge Lamps 

9. The Fluorescent Lamp 

10. Principles of Light Control 

11. Systems of Light Control 

12. Caleulation of Interior Tlumination 

3. Office Lighting 

14. School Lighting 

15. Store Lighting 

16. Industrial Lighting 

17. Floodlighting 


8. Cost and Maintenance of Lighting 











estinghouse Lamps 


FOR EVERY LIGHTING REQUIREMENT 
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HOW TO BE SURE OF 


INDUSTRIAL 
CONTROLS 


You can‘t complete nor ship electri- 
cally operated equipment without controls. 


There are several precautions you can 
take to assure having proper controlswhen i gacturer’s problem and is doing a re- 
needed. First is to deal with a dependable os 

f lv Th , sor markable job in the face of present day 
SERPSS OF re: Cont CEN Yer Seren problems. The line is broad, thus offers 


from as near stock units as possible to avoid . ‘ , ; . 
wide selection. Engineering Service works 


special operations and order at the earliest dc in smiiedimaeads Melons Weidiedilias. te 





possible date. 


As a leading producer of Electric Controls, 
Ward Leonard fully appreciates the man- 


maintaining the highest possible standards. 
There is no better source of supply for 
Electric Controls, than Ward Leonard. 


Bulletins are available describing 
Ward Leonard Relays, Resistors, Rhe- 
ostats and Motor Controls. Send for 
the bulletins of interest to you. 


RELAYS ¢ RESISTORS ¢ RHEOSTATS 
WARD LEONARD ELECTRIC COMPANY Electric control devices since 1892 
37 SOUTH STREET, MOUNT VERNON, N.Y. + OFFICES IN PRINCIPAL CITIES 
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HUBBARD-COPPERWELD | 
SECTIONAL GROUND RODS 


No. 29440 
Sectional Rod 


rH 


Hubbard-Copperweld Sectional Ground Rods have 
been designed for use in locations where deep 
grounds are necessary to reach firm soil. The use of 
sectional rods eliminates the nuisance of extra long 
rods which are clumsy to handle in the warehouse 
and on the truck. Sectional rods are the same as 
standard except that they are threaded on each end. 
Joining is accomplished by couplings as shown. For 
driving purposes a stud bolt is inserted in the coup- 
ling at the top of each section. 


/ 


3 No. 9534 
Coupling 





, Approx. Wt. 
Sto 8 
Stock No. Description Size per 100 Pcs. 


e 

: 3 
, 

: 





___ 29430 _Sectional Rod |, 1/2" x 10 Ft. 
29440 Sectional Rod __ 
"Sectional ‘Rod _ 


Coupling ae 





_Coupling _ 


- Coupling 


RGR, 





No. 9492 

Clamp Str 
Safety Set 

Screw Ground 
Clamps 


No. 9592 , a Sq. Head. Set 





Clamp Screw Ground 
Clamps 




















Assembly 

of Sectional 
Rods—Couplings 
and Stud 





HUBBARD => COMPANY 


PITTSBURGH - CHICAGO - OAKLAND, CALIF. 
EXCLUSIVE NATIONAL SALES AGENTS FOR COPPERWELD GROUND RODS AND CLAMPS: 
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Because of the basic importance of adequate wiring to the entire electrical industry, 
Anaconda is presenting messages like this ina wide list of national publications 


SS oe ee) 
tition PS Oe a 
i hp Wess tage a ee. setae 
H % a 





to keep in step 


accordingly. With lost production, you can’t 
keep ia step with competition. 


HERE is a picture of what can’t happea if the 
split-second coordination, for v. hich automobile 


plants are famous, is to prevail. 

But it can happen, and it wi// happen ia aay 
plant without adequate wiring. For, when obso- 
lete wiring, overtaxed wiring, over-extended 
wiring can reduce the efficiency of man and ma- 
chine by 25 to 50 per cent, production is reduced 


It may pay you to check oa your wir- 
ing at once. Ask your plant power engi- 
neer, consulting engineer, electrical con- 
tractor or power salesman. A wiring 
survey now may save costly shut-downs 
and expensive alterations later. 40220 


APA ANACONDA WIRE & CABLE CO. 
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Far-sighted Dealers... 


are planning NOW 




























> Attic Fans 


The trend toward modern installations in 





homes is bringing an unprecedented demand 
for efficient honre-cooling units. This is only 
the beginning, and the successful dealers of the 
future are sure to be those who are far-sighted 
enough to sell only fan equipment that will give 


the utmost in satisfaction to their customers. 


Coolair Fan customers will continue to be 
the best salesmen that Coolair dealers have. 
because Coolair Breeze Conditioning specialists 
are still adding refinements to the basic design 
acknowledged to be the finest in the field. More 
than ever. Coolair Fans are precision-engineered 


for a long life of quiet. efficient operation! 


If you are interested in selling, in your neigh- 
horhood, the better values inherent in the Cool- 
air design, get in touch with your Coolair dis- 
tributor or agent immediately, or write us for 


his name, 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET'S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 
AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 











3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 















SERVICE IN A. GREAT 
a LIGHTING 
' MARKET 


iY 
| “GENE 
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(G D) MANUFACTURING. COMPANY 


618 WEST ELM STREET... CHICAGO 10, ILLINOIS 
Manufacturers of LIGHTING EQUIPMENT 


Sold only through leading electrical wholesalers 


QUALITY & VALUE 
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Foreword by 
W. A. Feuillan, Jr. 
Regional Vice President 

Illuminating Engineering Society 


’ 

Set your beacon high, O’ South! Yours is the heri 
tage and will be the glory. Opportunity beckons! 

The gods have been good to the South... the South 
of song and story. We have the resources, the climate for 
year-round activity, and now, we seem to have the will to 
do. You can sense what you cannot see. There’s a super- 
charged feeling of impending prosperity. The flood gates 
of business are about to open. 

And the catalyst is LIGHTING. 

Light is the key to unlock the treasure chest of seeing 
and the treasure chest of plenty. No other one thing, at 
such small cost, can attract customers, brighten and trans 
form interiors, ease the strain of attention and perception, 
and provide real enrichment to our pattern of daily exist 
ence, 

What lighting can do is simply wizardry. But it must 
be applied intelligently, scientifically. Uluminating en 
gineering is a science as well as an art. The four war 
years have advanced technological progress ten years or 
more. We are ’way ahead of the parade. Better lighting 
is here! 

And the day of selling lighting as you would potatoes 
or packages off the shelf has gone. The manufacturer. 
the wholesaler, the utility, and the contractor-dealer need 
a strong sense of responsibility. They must continue to 
work together to steadily advance good lighting—for work, 
for play, for living! 

As evidence of the renaissance (in spite of shortages, 
searcity of skilled labor, and rising costs), ELECTRICAL 
SOUTH offers this issue, proof that in the smallest town 
and the largest city in the South, tastes are sophisticated, 
standards are high, things are being done. 

And the coming year promises even greater progress. 
The vibrant song of activity, whose opening verse we now 
hear, will swell to a mighty crescendo, culminating in a 
great meeting of those who plan, those who make, and 
those who sell LIGHTING, the 1947 International Con 
vention of the Illuminating Engineering Society, to be 
held September 15-22, 1947, in New Orleans. 

Mark your calendar and mark 1947 as the year in 
which an enthusastic, united electrical industry will truly 
“Relight the South.” 


















(Photo by Leslie B. Pierson, Knoxvili 


Utilities Board. It uti- 
lizes 132 Guth M-3030 two- 
lamp fixtures in uous 





Appraising the Lighting Situation 


A rew yrars ago, during the war, 
we heard a lot about postwar plan- 
ning. The turn of events since the 
ending of the war did not permit 
many of these plans to be put into 
action. We visioned a tremendous 
pent-up market for all kinds of civilian 
goods. War prosperity had put a lot 
of money into the hands of many 
people who were anxious to buy many 
things. Elaborate plans were made 
to cash in on this easy-selling market. 
It was going to be a great day tor 
everyone who had something to scll! 

Well, here we are more than a year 
after V-J Day and we sti!! haven't 
accomplished our purpose. It’s true 
that a lot of things are being svid 
today; there is a lot of money in cir- 
culation; there is still a demand for 
many things we can’t get. Even 


By Roy 


This newly decorated New Orleans shoe store incorporates 


the latest ideas in modern lighting design. 


Sixty foot- 


candles of light are provided in the general merchandising 
area. The central trough contains six cold cathode fluor- 


28 


A. Palmer* 


though we may not have been able 


ts put all postwar plans into effect, 
it was worthwhile to look to the fu- 
ture as best we could. 

Perhaps we should again apprais 
our situation today to make sure that 
we take an intelligent course of action 
as business and economic conditioi 
unfold. We can now use previor 
planning experience to better advai 
tage. Unquestionably there will | 
Lig opportunities in the future, but 
the selling may be harder, the com 
petition keener. What tools ai 
methods do we have to meet sucl 
situation? 

Let’s sce what the clectrical « 
tractor can do in this respect in 
lighting field. 

During the last several years, many 
changes have come about in lighti 


. Sunestonigennsea 


escent tubes mounted in a single row and sixteen 150 wat! 


incandescent floods. 


On each side of the trough are six 


300 watt incandescent concentric louvered fixtures. (Photo 
courtesy New Orleans Public Service, Inc.) 
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The relighting of offices and stores represents a tremen 
dous potential market for wiring and equipment sales. 
Every relighting job completed, if properly designed, will 
Typical of what can be done is the 
office shown here of the Earle M. Jorgensen Co., Houston. 
Texas, where the foot-candle level was increased from 15 
to 60 with an installation designed by W. N. Attaway of 
the Houston Lighting and Power Co. 


help to sell others. 


In the early thirties, the advcnt of the 
light meter helped to sell better light 
ing in spite of the depression. Prev- 
ously, there was no satisfactory me 
by which the lighting salesman 
could measure the amount of illumi 
nation on a desk, lathe, or counter. 
The light meter permitted the cus 
tomer to convince himscli without 
the biased arguments of the salesman 
that more light was needed 


] 
} / 
t0d 


One of the biggest bugaboos was 
the item of cost. Every customer 
thought that lighting was expensive 
even in the face of constantly decreas- 
ing rates. Even in tliat era, lighting 

lower in cost than ever before in 


Mr. Palmer, advertising and mer- 
chandising manager for Duke Power 
Company, Charlotte, N. C., is one of 
the South’s best known lighting ex- 
perts. He has contributed articles on 
lighting to this and other publications 
over a period of many years. He has 
served as a regional vice president of 
the IES, and during the war, served 
as a special lighting consultant for 
one of the governmental agencies. 


Afterward, Vice 


luistory and was one of the lowest cost 
items in his operation whether it was 
used in a store, office, or factory. But 
it was often quite a difficult job to 
convince the prospect of this fact. 


Inadequate wiring was another 


handicap in selling better lighting 


After a prospect was sold a bill of fix- 


tures and higher wattage lamps to pro 
vide more footcandles, he was con 
fronted with a heavy rewiring expens¢ 
which often killed the entire sale. 

In spite of these handicaps, good 
lighting made remarkabl 
during that period. A splendid job 
lias been done.in educating the public 
gencrally on the need for better light 
for better sight. Enough good light 
ing jobs have been installed through- 
out the country to demonstrate the 
comfort and value that higher illumi- 
nation levels can create. During the 
war, industrial plants producing war 
goods were illuminated by excellent 
lighting systems that gave many 
thousands of workers and executives 
their first experience with first class 
secing conditions. 


progress 
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President Stetter, of the Jorgensen Co., wrote Mr. Attaway: 
“It is certainly remarkable to notice the difference these 
past few months the increase in the efficiency of our em 
ployees due to this change in lighting. . . . We are truly 
grateful for this excellent advance that you have made 
possible for us to work by, day after day.” 

tesy Houston Lighting and Power Co.) 


(Photo cour 


A few years before the war (1938), 
the fluorescent lamp came into the 
picture. It gained immediate accept- 
ance notwithstanding its higher cost, 
cumbersome length, ballast, starter, 
ctc. Here was a lamp operating on 
a new principle which gave more 
light per watt of clectricity consumed. 
K'veryone wanted more light. Appar- 
ently here was a lamp that could 
provide better light at lower cost. 
Vhis caught the fancy of the public 
and the success of the fluorescent 
lamp was instantancous. It came just 
in time to provide plenty of foot- 
candles to aid production in_ war 
plants. 

These events arc well known to all 
those who have been in the lighting 
industry ten or more years. But it 
is important that we review this his- 
tory if we are to properly appraise our 
lighting opportunities in the next 
several years. ‘To sum it up, over 
these past 25 years we have had con- 
stant improvement in incandescent 

(Continued on page 43) 
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RELIGHTING THE SOUTH AN OPPORTUNITY 


Ir HAS BEEN Salp that what tru 
blesses one must bless ail. Certaii 
ly, in the electrical industry no oth 
activity meets this qualification quit 
as thoroughly as “relighting.” Th 
store owner, for example, benefit 
from the increased sales which alwa 


THIS SUMMARY of the opportunities in the relighting 
market and how best to capitalize upon them has been 
adapted from material prepared by the following out- 
standing authorities on lighting design and selling: 









RELIGHTING THE SOUTH—The relighting of the Staple- 
ton Food Store, Birmingham, Ala., designed by engineers 
of the Birmingham Electric Co., utilizes ceiling mounted 


W. H. Robinson, Advertising Manager, Lamp De- 
partment. General Electric Company, Nela Park. 
Cleveland, Ohio. 


Harris Reinhardt, Manager of Commercial En- 
gineering Dept.. Sylvania Electric Products. Ine.., 
Salem, Mass. 

Garlan Morse, Lamp Merchandising Manager. 
Sylvania Electric Products, Inc., Salem. Mass. 
Ward Harrison, Manager, Engineering Division. 


Lamp Department, General Electric Company. 


Nela Park, Cleveland, Ohio. 


H. W. Braun, Lighting Division, Westinghouse 
Electric Corp., Cleveland, Ohio. 





Sagaaae 
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2lamp Wakefield Grenadiers in continuous runs. The 
result is a high level of high quality illumination. (Photo 
submitted by Luther T. Cale, Birmingham Electric Co.) 
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follow improved lighting, and his cu 
tomers benefit from the greater sat 
faction in their purchases as a resu 
of their ability to better judge tl 
merchandise. 

In the electrical industry, a “1 
lighting” job that is well planne 
installed and maintained, benefits tl 
electrical manufacturers, wholesale: 
contractors, and utilities, not only 
the sale of the lighting fixtures the 
sclves but in the sale of a wide rang 
f related electrical wire and devicc 

The tremendous strides that ha 
been made in the last few vears in th 
development of improved _ lightin 
equipment and technique, when con 
bined with the fact that little oth 








































FOR THE WHOLE ELECTRICAL INDUSTRY 


ian industrial modernization was 
complished during the war years, 
idicates a market for relighting that 
almost beyond calculation! In 
ymes, schools and institutions, stores, 
ffices, and on farms, thcre is a need 

better lighting which can only be 
ieasured in millions of dollars. Even 
modernization of industrial light 
that took place during the wat 
not come anywhere near meeting 
he needs of industry in this respect. 
nly a small percentage of industrial 
ints have the quantity and quality 
f light justificd from viewpoints of 
duction cfficiency and employee 


il 


uJUQ2 


But of all of these markets for bet 
lighting, the relighting of stores 
inds out as the field offering the 
catest immediate opportunity. 
[here are, today, more than 1,300,- 
00 stores in the Unitcd States, and 
his is 400,000 less than the number 
existence in 1939. 





Orleans is lighted by cold cathode. 


RELIGHTING THE SOUTH—The appliance mart of New 
J Main display floor is 
lighted by 5 continuous rows of 4—93 inch tube fixtures 


During the war years, these stures 
found it impossible to maintain many 
of the peacetime merchandising stand 
ards and services. During the same 
vears, the country built up a tremen 
dous backlog of consumer buying de 
mand and buying power--a demand 
and power that eTOW 
stronger cach day. 

To supply the American public with 
necessities, comforts and conveniences 
of peacetime living, new stores will 
be opening at a ratc that is unpreeed 
ented in our history. Soon there will 
be not just as many but several hun 
dred thousand more stores than ther 
were in 1939. 

These new stores, fresh, 
will open up with modcrn merchan 
dising equipment and icthods, and 
the stores that have weathered the 
waitime conditions will modernizc 
their stores in order to better serve 
their customers and to mect the com- 
petition of the modern new stores. 


continucs to 


starting 
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[he chain stores of America alone 
expect to spend at least $519,000,000 
in their program. Of this, 309% will 
be spent on new stores, and 70% will 
be spent on remodelling of old stores. 
In their remodelling program, they 
figure that they will spend between 
9¢, and 15% on wiring and from 
6.2% to 8% for lighting fixtures. In 
their new construction program they 
expect to spend between 5% and 
12% for wiring and between 1.6% 
and 4% for lighting fixtures. 

This will be just another of the 
tremendous forces which are creating 
this all-over lighting demand, not only 
for the chain stores and the big mer- 
chants, but, what is more important, 
from the tremendous number of small 
merchants, who must follow the lead 
of the chain stores. 

Modernizing a retail store may in- 
clude many improvements in store 
design and sclling service, but every 
store modernization program calls first 


on 8% foot centers, ceiling height 14 ft. 4 inches. Uni- 
form intensity of 40 foot-candles is provided. 
submitted by J. F. Screen, New Orleans Public Service, Inc.) 


(Photo 
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for increasing the cye appeal of the 
store. Store fixtures and their arran- 
gements, color and decoration of walls 
and ceilings, floor coverings and mer- 
chandise display—all depend upon 
the right lighting in order to attain 
their greatest eyc appeal. Modern 
lighting is the most dynamic and cco- 
nomucal single salcs-building force in 
any store modernization. 

Authoritative store surveys indicate 
that eight out of ten retail merchants 
want to improve their show window 
and interior lighting just as soon as 
they can. These merchants are ready 
to buy more and better lighting. 
What this means in any particular 
community can be evaluated in dol- 
lars and cents by taking SO per cent 
of the number of store: in the local 
classified telephone dircclory and _ as- 
suming an average expenditure of $1,- 
500 per store for modernized light- 
ing equipment. The answer is the 
potential market in thai locality for 
store lighting equipment that can, and 
should, be sold fast! 


Contractor in Key Position 
The electrical contractor - dealci 
holds a key position as a factor in 
this vast market. In the chain of op 
erations involved in relighting, selling, 


RELIGHTING THE SOUTH—Elimination of glare and 
an increase in lighting from 2 or 3 foot-candles in darkest 
corners to a minimum of 50 foot-candles was accomplished 
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designing, specifying, installing, and 
maintaining, he has too often in the 
past been content to participate only 
to the extent of installing. Today, 
qualified contractors everywhere are 
awakening to the fact that tbeirs can 
be the dominant role in relighting. 
‘heir experience becomes much more 
important in a remodelling program 
because they are equipped to study 
the prospect’s manner of operation; 
they can check his present electrical 
system; they can determine the weak- 
nesses that exist and the additions that 
have to be made; and thus can often 
accomplish the relighting installation 
at a munimum cost 

How can the contractor - dealer 
capitalize upon his kev position? Prin 
cipally by recognizing that successful 
operation in this field requires an ag 
gressive sales department that will 
utilize the sales helps available from 
the lamp and fixture manufacturers, 
take advantage of the assistance gen- 
erally available from the lighting de 
partment of the local light and powc: 
company, and follow through on the 
profit possibilities of cach installation 
by establishing a maintenance servicc 

The first steps of selling. designing 
ind specifying, require a man who 


im walk into the prospect’s store and 


show him just what real sales lighting 
can do to build his business—and how 
he can get this sales lighting. He 
must be able to forcefully visualize or 
picture the needs and benefits to the 
retailer. And he must be qualified tx 
specify and individualize lighting jobs 
for the merchant. He must be abl 
to tell the merchant cxactly what 
lighting he must have—how much of 
it he must buy—and tell him where 


goes. 
Maintenance Opens the Door 


The value of a maintenance scrvic 
for purchasers of modern lighting 
stallations should not be neglected b 
contractors who expect to capitali 
on this relighting market in the broa 
est sense. It can be profitable in 
self and it can have a considerable 
fluence on other sales through cu 
tomers that express satisfaction wit 
their own installations. 

Consider. for example, what oft 
occurs in the case of a 50 foot-cind 
relighting installation. Directly aft 
ompletion, the initial lighting n 
unount to 70 foot-candles. After 
000 or 2,500 hours of operation 
intensity will have been reduced to 
x 50 foot-candles because of the 
cumulation of dirt, and ovcr-age lam] 





in the class rooms of the Kilby Training School of Flor- 
ence, Ala. The lighting recommendations were prepared 
by Mrs. Beulah Harris and Buford H. Martin, both of TVA. 
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be satisfactory, but 


[his may still 
ifter another similar period the light 
ntensity will drop to a range of 20 
25 foot-candles and the customer 
no longer satisfied with his installa- 
tion, perhaps not realizing how little 
would take to put it back in its 


er Operation condition. 

remedy this condition, many 
establishing lighting 
itenance service departments to 
tain their lighting jobs at best 
ncy. No one is better able to 
ite a service of this kind for thx 
tractors men know their lighting 
pment. ‘Thev know how to check 
ervice starters, ballasts, and wir- 

They know when iamps should 
placed in a wide variety of op- 

conditions. 


tractors are 


Manufacturers Will Help 


help them cstablish themselves 
field, the lamp manufacturers 
prepared instruction films and 
lets, and have made _ available 
motion material, direct-mail litera- 
etc. Contractors who are al 
engaged in this type service on 
fitable basis are offering the fol- 
wing three specific services: 
‘Lhe contractor agrees to keep 
istomcr’s fixtures in good elec 


RELIGHTING THE SOUTH—This 


t installation of 36 
Silvray V-4 fixtures arranged in four continuous rows 
Provides a minimum intensity of 100. foot-candles in the 


trical operating condition. 

(2) He agrees to replace lamps, 
starters, ballasts, or other parts of the 
fixture when he is notified by the cus 
tomer that this service is needed. ‘Ihe 
contractor insists that he be notified 
promptly, and the customer agrees 
that he will not attempt to make re- 
pairs. 

(3) The contractor agrees to clean 
fixtures at certain stated intervals. 

The charge for the type of main 
tenance service described above, in 
cluding replacement of lamps and 
starters when needed, keeping the fix- 
tures in electrical operating condi- 
tion, and cleaning the fixtures at regu- 
lar intervals, are usually based on a 
fixed rate per lamp per month, rang 
ing from l6c to 25c per lamp, or 
roughly, from $2 to $3 per lamp per 
year. The total charge, of course, is 
determined by multiplying the unit 
charge by the number of lamps in 
service. 

In a contract of this sort the clec 
trical contractor must base his charges 
on average experience. If lamps burn 
rated life or longer and tincic is no un 
usual accessory servicc, he will profit. 

If, however, an occasional installa 
tion is unusually troublesome and, 


therefore, costly, he mav not make a 





Corp. 
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profit on the particular installation 
This is usually the exception to the 
tule. The law of averages will assure an 
overall profit since the majority of 
lighting installations will operate nor 
mally and will not involve unusual 
risk of high costs. 

Unnecessary service cails may be re 
duced or eliminated by replacing all 
the lamps which appear to be well a 
long in life when the cleaning is be- 
ing done or when a particular fixture 
is being serviced, or by scheduling calls 
to remove badly blackened lamps and 
voluntarily inspecting fixtures when 
other service calls are made in thx 
vicinity. 

From one point of view, fluorescent 
inaintenance service may be regard 
ed as a form of insurance against poor 
lighting, and a survey of the condition 
of the lighting system before ente1 
ing into the contract is usually a good 
investment. In some instances it 
may be advisable to require that fix 
tures are reconditioned before the con 
tract becomes effective in order to eli 
minate the possibility of immediat« 
loss on service calls. Lamps in inac 
cessible locations, such as show cases 
and windows, sometimes cannot bc 
replaced conveniently at the time of 
failure. Fixtures including these lamps 


work area of the Clearwater, Fla., office of Florida Power 
It is one of 20 offices that have been relighted. 
(Photo submitted by W. B. Shenk, Florida Power Corp.) 
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should be equipped with cutout type 
starters so that starters and ballasts 
will not be damaged between the 
time of lamp failure and an opportune 
time for replacement. 


How to Sell the Service 


The clectrical contractor who o1 
ganizes a fluorescent maintenance ser 
vice should do so with a full realiza- 
tion of the fact that considerable sales 
effort in the early stages will be re 
quired to get the ball rolling. The 
average electrical contractor will pro 
bably not wish to engage a full time 
salesman for maintenance selling un 
til he has developed ihe business 
through his own efforts to a point 
where it will at least partially support 
the expense of a full time salesman. 

The contractor himsclf, his part 
ner, shop manager, and in some cases 
the electricians, should contact bus 
iness firms who are present customers 
or with whom they arc familiar—thc 
restaurant at which they ecat—their 
local grocery or meat market — thc 
stores up and down their street with 
whom they have various business con 
tacts—all these are excellent pros 
pects. Prospects also will be obtain 
ed as a result of various forms of sales 
promotion described below 











room of the Aragon Mills, Aragon, 
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RELIGHTING THE SOUTH—Well lighted is this weave 
Ga., where Sylvania 
HF-150 fixtures provide an intensity of 25 foot-candles, 





If a full time salesman is employed 
it should be recognized that a con- 
siderable portion of his salary, for at 
least several months or longer, will 
have to be considered as an invest 
ment, the returns from which will ex 
tend over a period of years. 

Of course each salesman will wish 
to work out his own sales approach 
but the printed material available 
from the manufacturers, as well as 
assistance by their sales representa 
tives in developing a sales story and in 
accompanying the contractor sales 
man on some of his calls, is a valuabl 
aid in getting started on a sound basis. 

As in other lines of selling there 
are a number of different methods of 
compensation being followed by dif 
ferent organizations. In some instan 
ces salesmen who are already employ 
ed by the contractor for other types 
of selling and who are being paid on 
a straight salary basis devote a part of 
their time to maintenance selling. In 
other instances contractors have sales 
men on a commission basis. 

One concern bases its salesmen’s 
salaries on a percentage of the total 
money value of the contract over a 
two or three year period. For exam 
ple, if a salesman signs up each weck 
> contracts having a monthly billing 
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value of $10 each, they tigure that hx 
has done a business that week of $600 
a yeatr—$1200 over a two-year period 
—$1800 over a three-year period. His 
commission for that weck is ba 
upon a percentage of the total billing 
over the contract period——two 
three years — as the case may 
Where, as in many cases, contract 
are non-cancellable the contracto 
protected—and as billings and 
ments are made in advance the 
tractor has no credit risk. 





Door-to-Door Calls Effective 


[he maintenance salesman 
vasscs his territory intensively, 
ing from door to door on every 
ible store using fluorescent light 
This reduces nonproductive trav 
1 minimum. If he receives any 
rect leads, he schedules his day in 
particular section in which it i 
cated and canvasses all other bus 
establishments in the vicinity.  ( 
dav a week is generally reserved 
call-backs and miscellaneous calls 

The sales material available 
the lamp manufacturers was pre] 
by foremost direct mail counselors 
a number of concerns which 
used them have reported excellent 
sults, but as with most promoti 





Each lamp includes three 40 watt tubes. The design was 
adapted by the mill officials from several proposed lay- 
outs submitted by lighting engineers of Atlanta, Ga. 
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material it cannot do the whole job. 
Active follow-up on all leads is essen 
tial, for like insurance maintenanc« 
something that most potential cus 
mers know they should have but do 
it feel that the need is immediate o1 
ssing. 
Some salesmen find that a light 
‘ter is a very valuable selling aid. 
measure the light produced by 
fixtures and offer to make a simi 
measurement after the fixture has 
n relamped and cleaned. ‘The con 
m of the fixtures and the number 
flashing or burned out lamps arc 
ted out as evidence of the need 
1 maintenance service. In some 
inces arrangements for a talk on 
itenance before 
been made and have 
tful source of prospects 
nother question which frequenth 
concerns the length of the con 
tract period. ‘The electrical contrac 
tor, in gencral, feels that a year is 
ient and expects that his servicc 
relations with his customers will 
» satisfactory that the renewal 
the contract will be practically 
matic. 
Chere are some contractors who are 
riting their contracts on a year basis 
that the contracts will automati 


busmess groups 


proved a 
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RELIGHTING THE SOUTH—T. Taylor Peake, of the 
rgia Power Co., planned this outstanding office re- 
lighting job for the Goodyear Co., Atlanta. 


cally renew themselves unless cancell- 
ed either by the contractor or by his 
customer in writing. ‘Tins proyides 
an escape clause at the end of the 12 
month period should it be desired, 
but more important, it eliminates a 
great deal of unnecessary red tape and 
expensive delay in resigning a con 
tract. The customer benefits because 
his service is continued without an 
noving interruptions. 


Long Contract Periods Favored 


Other concerns, particularly the sign 
companies, feel a longer period is 
more equitable to both themselves and 
their customer — to themselves be 
cause it enables them to average am 
excessive expenses such as initial bal 
last trouble over a longer period; and 
to their customer because, as they 
put it, his fixtures, lamps, ballasts, 
ctc., are constantly growing older, and 
therefore a longer contract period is 
to his advantage 

The larger operator will tend to 
wards the longer period contract as it 
reduces selling and reccrding costs 
As a mattcr of fact, one concern is 
planning to extend their contract 
period from two to three vears. 

Contractors should exercise thx 
sume care in selecting their mainten 
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ance employees as they do in any 
other class of employee. In some lo 
calities licensed electricians are r: 
quired by local electrical vegulations if 
they are to perform any service on 
clectrical fixtures. In other sections, 
no such regulations exist and some 
contractors prefer to hire men with 
out regard to previous electrical exp 
crience. One such contractor calls 
such men mechanics. In some cities, 
the contractor has found it advisable 
to hire union labor exclusively. Local 
conditions and regulations, therefore, 
will govern to a great cxtent the type 
of employee, the extent of his experi 
ence, and the amount of his salary. 

Most contractors in this work hav« 
stressed the importance of proper 
training, particularly if cicaning is m 
volved. One contractor, for examplc, 
has the new man spend at least thre 
months in his shop, repairing and 
cleaning fixtures and familiarizing 
himself with the probicms he will 
encounter in the ficld. ‘ihe contrac 
tor makes money only if his workmen 
can perform their mainicnance work 
speedily and properly. The impor! 
ance of training along these lines can 
not be over-emphasized. 

Maintenance employees should bi 
instructed to perform their work im 
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200 watt 4-tube Sylvania commercial fixtures provide an 
average of 40 foot-candles. 
from government warehouse space, 


The office space was adapted 
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a neat, efficient manner with as lit- 
tle disturbance to the customer or the 
occupants of his place of business as 
possible. Particular care is necessary 
if cleaning is done to avoid splashing 
about of water or cleaning solution. 

Most contractors are aware of the 
value of promptness in answering 
service calls, but this point cannot be 
over-emphasized as it is without ques- 
tion the greatest single factor in mak- 
ing the customer feel that he is get 
ting his money’s worth from his con- 
tract, and lack of promptness in an- 
swering his calls are just as certain to 
create the opposite effect. After al! 
he has paid in advance for the servicc 
and he really expects action when his 
lights are giving trouble. 

Besides giving the electrical con- 
tractor a new and profitable depart- 
ment of activity, planned fluorescent 
lighting maintenance can be the logi 
cal source of other sales benefits. 
Regular contracts with new and old 
customers can lead to increased sales 
of new lighting and other clcctrical 
equipment and service. ‘The conti- 
nuing revenue from maintenance ser- 
vice also provides a profit source of 
high stability and provides a basis for 
regular year-round emplovment. 

Inasmuch as maintenance is pri 


RELIGHTING THE SOUTH—Combination of fluorescent 
and incandescent light, from Leader VL-440 fixtures and 
LS-70 Directlites, have been used effectively to give sparkle 
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marily a service opcration—the con- 
tractor has under his own control ap 
proximately 75% to 80°; of his costs. 
This differs from product _ selling 
where his costs are pretty well con 
trolicd by the price which the jobber 
or manufacturer establishes. In main 
tenance, bv careful selection of em 
plovees and adequate training, and by 
skillful routing and utilization of the 
cmployce’s time, the contractor can 1 
duce costs and increase profits. lrom 
that point of view, it is a challenge to 
his business ability. 
Utility Company Viewpoint 

The kev to this lighting market 
from the light and power company’s 
point of view is the lighting salesman. 
But the light and power company’s 
salesman has a great deal more expeci 
cd of him than is probably the cas: 
in other branches of the industry. H« 
must not only meet his quota, citiicr 
in additional annual revenue or equip- 
ment sales, but he must also sell the 
company, assist others in their sales 
such as lighting equipment distribu- 
tors or electrical contractors, cooper- 
ate with architects and engineers, be 
active in lighting organizations and 
societies, give talks on lighting before 
community gatherings and capitalize 


Georgia Power 


on publicity possibilities, handle com 
plaints and adjustments, and, espe 
cially, keep informed on good light- 
ing practices and be able to layout 
good lighting jobs in accordance wit! 
these practices. 

The problem resolves itself int 
how such salesmen can be obtained 
The answer is three-fold: hire sale 
men on exactly that basis, inform an 
train present sales forces on a bas 
that includes all of these tasks, an 
pav salesmen accordingly. 

First, hire the right man. Befor 
vou hire new salesmen, you can im 
prove your chances of getting tl 
right men by making a complete ; 
classification. Use this job classific 
tion in preparing your applicati 
blank. Make your application blan} 
find out pertinent information abou 
the man relating to the job to 
done. Forget whether or not h 
grandmother was a naturalized citize1 
and ask him what makes him th 
he can do a selling job for your ¢ 
pany. Don’t ask him for the nam 
of his three best friends to whom 
may turn for references. If he hia 
had previous sales expericnee, find out 
to whom he sold and then ask th 
customers personally or through « 
of vour own organization in per 


and high intensity to this office and sales floor of the 
Co., at Rome, Ga. 
Frank W. Collins, manufacturers’ agent, Atlanta.) 


(Photo submitted }y 
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what kind of a salesman this man is. 
Use this job classification in inter- 
viewing the prospective salesman. 
Don’t depend on one man’s interview 
ith the prospect regardless of your 
onfidence in him or his confidence 
himself that he is a master-mind 
analyzing character. Have several 
ncn of good judgment talk with the 
pplicant and have them each make 
lcfinite notes on important questions 
hat you want answered about the 
jan. You may even go farther and 
ve prepared by experts sales api: 
de and other tests based on your 
\b classification. Many sales man- 
rers are not sold on this method of 
ecting, but this methcd cannot be 
erlooked—at least as a part of your 
sclection program. 
Bear in mind that there are many 
smen who are expeits in closing 
ile and who can sell themselves to 
Some of these men, however, 
ill not be interested in doing a com- 
te sales job such as we have de- 
ribed. Despite their abilities at 
naking quotas or increasing volume 
i short notice, it is possible that they 
vill not be the men you want as 
chting equipment salesmen. Give 
me honest consideration to the se- 
lecting procedure and it will help vou 


get better salesmen and greatly re- 
duce the costs of personnel turnover. 
If you expect a salesman to be worth 
thousands of dollars to your company 
over a period of years, then give his 
selection at least the consideration 
that your master mechanic and _ pur- 
chasing agent would give to the se- 
lection of a new piece of cquipment 
for your plant. 

Second, but equally important— 
inform your present sales force that 
all of these functions are part of thc 
job. This means that at periodic sales 
meetings, you should outline in de 
tail a planned merchandising program 
for both short and long term periods. 
Discuss the advertising program and 
even the production plans. At such 
meetings we give these men a chancc 
to comment and to criticize these 
plans which have been outlined by 
merchandising, advertising and _ sales 
managers. We find that the sales- 
men’s suggestions are invaluable, and 
on many occasions thesc men have 
sent us back to our offices with sound- 
er ideas for a complete marketing job. 

Third, pay vour salesmen for do- 
ing a complete job. After you have 
sclected men for the total job you ex- 
pect performed, and after you have 
informed those already on vour sales 





RELIGHTING THE SOUTH—Good service shop lighting 
is exemplified by this installation for the Broadway Chev- 
Continuous rows of industrial tion. 


rolet Co., of Lonisville, Ky. 
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force of their total marketing job, then 
you must pay them and let them 
know you are paying them for doing 
it. Don’t tell your men that you feel 
the other assignments are important 
but you are paying them only for the 
number one assignment of selling, 
because that’s the sure way of not get- 
ting the complete job done—that will 
be the sure way of having a sales force 
which is not part of your organization 
but simply a group of brokers. 


Rating System Needed 


What is needed in the lighting in- 
dustry is a system of rating men re- 
garding their total performance. This 
rating may be done by the salesman’s 
immediate superior, the lighting sales 
manager, and other executives who 
have occasion to contact the sales- 
man from time to time, either per 
sonally or through correspondence. It 
is not too bad an idea te have some 
of his colleagues do past of the rat- 
ing. A rating sheet should include 
a list of responsibilities such as previ- 
ously described. Through such a 
method, you can have a good, if not 
a perfect, measure of your salesmen’s 
performance. It is important that he 
knows that he is being tated, and if 
he is the right tvpe of salesman, he 


fixtures 20 feet long, 13 feet above floor, and 12 feet 
apart, provide approximately 40 foot-candles of illumina- 
(Submitted by Frank B. Lee, General Electric Co.) 
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will welcome it. Iiveryone wants to 
know whether or not he is making 
progress, or whether or not he is do- 
ing his job well. 

In periods when it is easy to seil 
merchandise, the dollar volume of 
lighting sales proves to be a poor 
measuring stick. Even in a buyer's 
market, lighting sales are too frequent- 
ly poor sales from the industry as 
well as the company’s long term view 
point. Let these ratings become an 
ictive part of vour compensation plan, 
and then will you have to prod the 
salesman to do the whole job as 
well as the actual selling job? 

[Through these ratings vou will find 
men on your sales force that are na 
turals for your cngineering, advertis 
ing, and merchandising groups 
Through such a process, you will bring 
your salesmen into your organization. 
and you will find that your sales force 
in total will become an indispensabl< 
merchandising group and the type of 
organization you want the buying pub 
lic to associate with your company 

Regardless of the ability of th, 
salesman to close his deals, the ulti 
mate success of a program of religlit 
ing the stores of the South will d 
pend upon the practical application 
of illuminating engineering fundamen 


tals. Before discussing the modern 
store lighting, designed to sell mei 
chandise, let us review the funda 
mentals of good lighting that must 
be taken into consideration. 


Lighting Handicaps 


A brief survey of the-course of light 
ing progress in the past indicates that 
there have generally been one or more 
factors other than the customer’s abil 
ity to pay which tend to hold down 
the volume of lighting sales. In the 
1930’s many users of light became 
convinced of the desirability of much 
higher levels of illumination—num- 
bers of them were willing to buy 50 
foot-candles or more. What stopped 
them? The first answer is _ heat. 
Users soon found that except in cold 
weather the energy from an incandes 
cent lighting system capable of pro 
ducing 50 foot-candles was dcfinitel\ 
too warm; much of this because of 
radiant heat. Fortunately, that situa 
tion is changed; fluorescent lighting 
systems capable of producing 50 foot 
candles do not give off any more total 
cnergy than a filament installation 
producing 20 foot-candles nor as 
much radiant heat as an incandc 
scent installation producing !0 foot 


candles. The heat problem, there 


tore, 1s for the time at least pretty well 
eliminated from the picture. 

The second limiting factor was 
glare. What do we mean by glare? 
We mean simply some condition o1 
factor in the lighting system that the 
cye recognizes as definitely uncom 
fortable. If the light scurces in th 
field of view are too bright, we cal 
it direct glare; if there arc unpleasant 
ly brilliant reflections of the light sou 
ces as from polished materials, \ 
call it reflected glare. Fortunately, m 
flected glare does not seem to increas 
is the level of illumination is raised 
in fact, with fluorescent lighting 
tends to decrease. 

Not so with direct glarc. 
experience is that although every in 
crease in foot-candles makes it easict 
to see the detail of the work at hand 
the increased number o1 power 
the light sources required to produ 
the illumination is very likely to b 
come the cause of definite discomfort 
Consequently, glare is not onc 
the things that have given us less 
worry about as levels of illuminati: 
have increased. ‘Today, it is ama 
ingly easy to provide lighting at a 
foot-candle level which is entirely m 
objectionable from this standpoint 
the problem becomes much more dif 
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RELIGHTING THE SOUTH—Excellent quality illumina 
tion of 100 foot-candles was obtained in this Fort Worth, 
Texas, drafting room of the Texas Highway Department 
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foot centers. 


with Mitchell URC laminaires in continuous rows on 6 
Layout was designed by L. T. Anderson, of 
the Texas Electric Service Co., Fort Worth, Texas. 
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ficult at 40 foot-candles. In fact, a 
very good test of the excellence of a 
lighting system is to turn out half 
the fixtures or half the lamps in each 
‘ture and see if your fecling of com- 
rt—not your ability to see—is im- 
proved thereby! 

loo often lighting systems cannot 
this test, and when they can’t 
a severe criticism of the lighting 
on and perhaps of the designer a: 
Also, such an installation is a 
ite drag on lighting progress. 
person who is saddled with it is 
nthusiastic about putting in as 
ch or more light in his next office 
tallation. On the contrary, he is 
‘to tell his friends that his place 
er-lighted and that he will use 
ext time. That is not good for 
because he needs the foot-candles 
by; obviously, it is not good 
he lighting fixture business, nor 
the electrical contracting business, 
for the electrical distributing bus 
nor for the lamp busincss, nor 

1¢ utility business. 
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fi 


Industry’s Worst Enemy 


whole clectrical industry. 

force, should unite to eliminaic 
from our lighting installations. 
Che electrical industry has already 
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RELIGHTING THE SOUTH—The totally indirect fluor- 
escent lighting in this Baltimore, Md., stock quotation tion is 75 foot-candles. 
The continuous 4-light 


ard room is unusually effective. 


witnessed the disastrous effect of shut- 
ting its eyes to the glare situation, 
and it has witnessed on a wholesale 
scaie the havoc that such a policy can 
wreck. Need I remind you of the 
time back in the 20’s when the resi- 
dential fixture industry decided that 
it was no longer necessary to offer 
diffusing their living 
room ceiling fixtures? What happen- 
ed? Why, nothing at aij, except the 
consumers decided that they did not 
like living room central ceiling fix- 
tures, that they did not need them, 
and they did not even wire in a cen- 
tral ceiling outlet any more. Then 
the fixture industry decided to push 
wall brackets, again without diffusing 
shades, and now many living rooms 
have no provision for either central 
outlets or wall brackets either. What 
business remains has gone over to the 
portable lamp; whatever are its merits 
or demerits, it invariably employs a 
shade to screen the lamp source. 
Like everything else, however, glare 
has its proper uses. For example, the 
Greck restaurant formerly lined its 
windows with bare incandescent bulbs 
for the very good reason that then 
you could tell from a few blocks down 
the street that the place was open 
and that vou could still get a cup of 


glassware on 


7 ! ae 
/ 


| = 


40-watt fixtures are spaced 7 feet apart. 
(Submitted by H. M. White, 
Consolidated company of Baltimore.) 
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coffee at half past onc. Now its 
incandescents are replaced by fluores- 
cents but the general objectives arc 
the same. Of course, the idea would 
not be of much value for lighting a 
dry goods store window where the 
purpose is to have you see the light- 
ed merchandise rather than to reach 
a decision as to whether the store is 
open. At the same time, the light 
ing of a store does not have to be as 
utterly soft or “dead” as that of an 
office when comfortably _ lighted. 
There is an unquestioned value in a 
wide -awake appearance, especially 
from the outside of the store by day, 
and sometimes bare fluorescent lamps, 
if their brightness is not too high, pro- 
vide a good means of obtaining that 
result. 

But to get back to our main theme, 
the presence of glare in the lighting of 
work places is the worst cnemy of the 
lighting industry. Yet we have tem 
porized with it for years. ‘There must 
be a reason, for we in the electrical 
industry are not so dumb about many 
other things, and the probable reason 
here is that discomfort glare is an in 
tangible thing—so intangible that in 
40 years we have devised no gen 
erally-accepted methods of measuring 
it, and vou know Lord Kelvin said 
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that you don’t begin to know very 
much about a thing until you can 
measure it. Thus, one of the most 
important problems before the light- 
ing industry today is to find a way 
of measuring glare—to cxprcss_ the 
comparative merits of two_ installa- 
tions in numbers such as 25 vs. 58, 
just as we express the illumination in 
one area as 14 foot-candles and in an 
other area as 41 foot-candles. When 
this is accomplished, our progress in 
climinating glare will be rapid. 


Too Many Bare Lamps in Use 


A recent survey indicated that a 
large percentage of stores using fluo 
rescent lighting today have installa- 
tions consisting of bare fluorescent 
lamps, installed without proper guid- 
ance and direction. Consequently, 
it is apparent that a concerted effort 
on the part of the entire lighting in- 
dustry is necessary in order to educate 
retailers as to the type of lighting 
which will best serve their interests. 

With the assistance of architects, 
and by designing adequate general 
lighting, along with a sufficient a- 
mount of supplementary, plus-light 
ing, the stores of the future may truly 
be made to conform to the 3-A’s prin- 
ciple of good merchandising policies, 


RELIGHTING THE SOUTH—The lighting problem of the 
Columbian National Bank, Kansas City, Mo., was solved 
with 4-foot troffers, each having two 40 watt F lamps and 
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namely: attraction, atmosphere and 
appraisal. After all, the psychology of 
brightness and brightness contrast in 
the lighting of display areas is to en- 
able the customers to see what you 
want them to see and go where you 
want them to go. Properly designed 
lighting can do just that. 

As we have gone up the scale in 
foot-candle intensities, the lighting 
engineer has become increasingly con- 
scious of the importance of the bright- 
ness factor as a basis of design. This 
does not mean foot-candles can be dis- 
pensed with but it does mean that 
brightness may become a determin- 
ing factor in the 3-A’s principle of 
what good store lighting should do, 
uamely, to provide that form of light- 
ing which will render: the max- 
imum of attraction when and where 
it is needed, an inviting and _ pleas- 
ing atmosphere, and a type and qual- 
ity of light to permit comfortable and 
quick appraisal of the merchandise. 

In order to more satisfactorily ap- 
ply the three principles of brightness 
to the greatest benefit of the store- 
owncr, we have recently established 
a new scientific formula known as 
the “1-3-5-10” brightness ratios. That 
is to say, to make customers see what 
you want them to see and go where 


you want them to go is largely 
matter of proper attraction and atmo 
sphere accomplished by the right kind 
of brightness contrast. So, for ever 
one foot-candle of general lighting 
our 1-3-5 formula specifies that ther 
should be about 3 foot-candles in 
showcases, 5 foot-candles in wall she! 
ves, etc., and othicr areas generally (| 
noted as sales areas where the nx 
chandise is seen, handled and brought: 
and then 10 foot-candles for cy 
foot-candle of general illumination { 
special, permanent feature displa, 
such as niches, models, displays 
idvertising pieces on top of wall ca 
cte. 

Finally, in order that the brightn: 
of the lighting equipment or lam, 
does not unnecessarily distract th 
customer’s attention, we utilize tha! 
old familiar brightness ratio formula 
hy stating that the luminaires, or an 
part, thereof, should not be mor 
than ten times as bright as anvthin 
clse in the store. 

Basis of Store Lighting 

There is one salient requireme) 
for store lighting—illumination pl. 
ned to sell merchandise. Consequcut! 
ly, the lighting design snould fill | 
following requirements: 


diffusing glass. 202 units used in space of 82 ft. by 32 ft. 
Illumination is more than 50 foot-candles. 
mitted by Marshall A. Havenhill, K. C. Power & Light.) 


(Photo sub 
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1. ‘Tailored lighting to fit the typx 
)§ store and the merchandise dis- 
played. 

2. The most effective light for the 
lowest cost. 

To approach the problem properly 
ind to the best interest of the store 
wwner, it is necessary to outline the 
fundamental factors of seeing and 
the part illumination plays. After all, 
the customer buys what the eye sees, 
nd if what the eye sces is unsatis- 
factory, a sale is lost. 

How well a customer will see the 
icrchandise depends on the four fun- 
damental seeing factors—Time, Size, 

mtrast, and Brightness. 

How do they affect sales to the 

tomer? The average customer 
ves little time to viewing displays 

that if a display is to be seen quick- 
high levels of illumination are ne- 
sary. Since the size of products 

y, the lighting designer can com- 

isate for size by proper control of 

- lighting so that smail obects, by 

litional illumination, can be seen 

easily as large objects. 

The proper contrast between the 
roduct and the background are es- 

ntial for accurate evaluation of the 
ierchandise and additional lighting 

ll compensate for poor contrasts. 


RELIGHTING THE SOUTH—This office reception room 
of the Secruggs-Vandervoort-Barney Dept. Store, of St. 
Louis, is lighted to 40 foot-candles by means of three rows, 


For effective attention getting, bright- 
ness of the merchandise is essential, 
especially for featured and impulse 
displays. The lighting designer can 
control brightness to a greater degree 
than any of the other three factors. 

The amount of general illumina- 
tion versus supplemental or accent 
lighting will vary with the type of 
store and the method of displaying 
the merchandise. As a general rule, 
stores and departments within stores 
may be classified according to fre- 
quency with which purchases are 
made. On this basis, stores may be 
divided into three groups: 

Group One: Frequent purchases, 
such as food, drug, hardware and 
variety stores. Store traffic is heavy 
and a fast turnover is essential. A 
high level of illumination is required 
so that the wide varicty of small items 
can be scen easily and quickly. Here 
35 to 70 foot-candles of general illu- 
mination is required with little ac- 
cent lighting except for a “special” 
table that may have a featured or im 
pulse item. 

Group Two: Periodical purchases, 
for example—clothing, furniture, ap- 
pliance and department stores. Cus- 
tomers are usually looking for a speci- 
fic item or items. Gencral store illu 
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mination should be from 20 to 40 
foot-candles, supplemented by _ illu- 
mination from display cases and free 
standing displays. 

Group Three: Occasional  pur- 
chases—jewelry and cxciusive gift 
shops. Here sales depend on the cus- 
tomers ability to see intricate designs 
readily. [lumination values of 50 
foot-candles and upward are required. 
High wattages per square foot are 
justified because of the high dollar 
sales per square foot of merchandising 
area. 

The fluorescent lamp fits well into 
the picture of general store illumina- 
tion because it is a very effective and 
cfficient light source. Engineering 
studics indicate that for equal wattage 
per square foot, about twice the illu- 
mination results with fluorescent 
lighting as with an incandescent lu- 
minaire of a like distribution. For 
cxample, the incandescent enclosing 
globe consumes about § watts per 
square foot for 50 foot-candles of illu- 
mination while the fluorescent lu- 
minaire that has approximately the 
same type of distribution consumes 
about 3-¥%2 watts per square foot for 
cqual illumination. 

For the group onc type of stores 
the fluorescent lamp will supply a 


44 feet in length, of Curtis “Forty-Sixty” units. The space 
is 48 feet by 26 ft., with 9% ft. ceiling height. 
submitted by George €. Law, Curtis Lighting, Inc.) 


(Photo 
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diffused illumination, providing good 
general see-ability over the entire storc 
area. 

Where accent lighting is necessary 
for the featured displays the incandc- 
scent lamp will supply the most cf- 
fective and efficient illumination for 
accenting small areas as for example 
figure displays. 

The high foot-candle values ob- 
tainable from a 150 watt PAR-38 in 
candescent lamp, also the size of the 
spot from various mounting distances, 
is shown in the accompanying table. 

New luminaire designs now bring 
to the store lighting field units that 
combine both fluorescent and incan- 


descent illumination, in one integral 
design. Luminaires of this type add 
to the economy of installation, har- 
monious appearance and _ flexibility 
to the lighting design. 

By properly planning the arrange 
ment of the fluorescent and incan 
descent sections low cosi general illu 
mination is obtained plus efficient 
accent lighting. 

However, in discussions with stor 
owners, some of the best merchan 
dising people wili object to the color 
of the fluorescent lamp because im 
their terms, it does not show “truc’ 
colors. Unfortunately, as the word 
“true” is implied, the color can only 





Illumination Data for Spotlight Luminaire 


Par-38 
Distance from lamp 
Size of spot 


Foot-candles at center of spot 


150 Watt Projector Spot (one lamp) 


7? | 9! IP | 13°| 15° 
a a | 
148 | 90 | 60 45 32 


Par-38 150 Watt Projector Flood (one lamp 


Distance from lamp 
Size of spot 


Foot-candles at center of spot 


7| @, Fi | i 
os; 7, Fi i? 
62 | 31 19) 13 9 


Foot-candle data are approximate, “in service.” 











look the same when the cxact level 
of illumination, color of illumination 
and the surroundings are duplicated. 
A dress, for example, may be seen on 
the street under illumination levels 
of 5,000 to 10,000 foot-candles and 
the outside color temperature may 
vary from 5,000 degrees Kelvin in 
the noon sunlight to 11,000 degree: 
Kelvin (measure of color temperature 
under a blue sky. Or again, it might 
be viewed in the home under illu 
mination values of 1 to 10 foot-can 
dles with incandescent !ighting that 
has a color temperature of 2500 t 
3200 degrees Kelvin. Also, associated 
background colors play an important 
role in “true” color. For exampk 
a color will look lighter in value : 
gainst a dark background than against 
a light background. 


High Levels Desirable 


From both the merchants’ and th 
customers’ standpoint, the higher th: 
level of illumination, the better th 
evaluation of the quality of the mat 
tial and the craftmanship, regardlc 
whether it be fluorescent or incand 
cent lighting. 

This logically brings the next coi 
sideration of the merchant, fadin; 
For colors fade in light, both natur 





RELIGHTING THE SOUTH—R-40 300-watt reflector spots 
with concentric louvers and Belson egg-crate 4-tube units 
with glass side panels provide Shaw Jewelry Co., Knoxville, 
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with 100 foot-candles on top of showeases. Center of fix- 
tures lined up with front edge of cases. Designed by Leslie 
B. Pierson, Knoxville Utilities Board. (Photo by Pierson.) 
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artifical. ‘The extent that a color 
will fade will depend on the tempera 
ture, humidity, purity of the atmo- 
sphere, quality of the dye, the fabric 
lved as well as the level of the illu- 
mination and the time of exposure. 
Vith the other mentioned variables 
ing equal, the effect of fading will 
vend on the level of illumination 
d the length of exposure. 
Under average room and tempera 
ire conditions and average dyes, no 
eable fading sets in at about 50 
foot-candles hours of exposurc 
This figure holds fairly constant for 
fluorescent or incandescent lighting. 
Window and interior featured displavs 
iid be changed before these foot 
candle hours are reached. For exam 
le, a window display under 500 foot 
s should be changed at slightl, 
than 100 hours of the time it is 
‘posed to this illumination to pre 
t noticeable fading. 
1ere are problems to be faced in 
lighting, but none that thought 
planning and cooperation between 
lighting designer and store own 
imnot overcome. The problem 
store owner is to have the cus 
I see the merchandise—easily, 
iccurately, quickly, effectively — and 
planned store lighting can do the job. 


RELIGHTING THE SOUTH—Caurtis Twin SkyLux units 
feature the lighting of this Memphis, Tenn., office of the 
8 rows of 18 units each illuminate 


Firestone company. 
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Appraising the 
Lighting Situation 
(Continued from page 29) 


lamps—more light output for the same 
wattage and cost of lamps. 
During these years too, we have had 
an aggressive program of education of 
the value of better seeing with better 
lighting conditions based on scientific 
research. Measuring devices have 
been made available which enable us 
to better evaluate a given lighting 
condition. ‘The war provided a prov 
ing ground for high level illumination 
and the demand for the millions of 
lamps needed for that enormous job 
gave experience and knowledge above 
that which would have been obtained 
under normal conditions. New lamps 
have opened up brand new fields of 
application that multiply opportuni 
ties for the entire industry. 

With such a background, it would 
seem that selling lighting will be a 
simple matter—new tools, new appli 
cations, new methods, enormous de 
mand, tremendous market. It looks 
like a push-over! It is a great oppor- 
tunity but like most opportunities, 
there is a responsibility that goes with 
it. While most of us have been busy 


lower 


candles. 


The ceiling height is 11% ft. 
signed by Hayes Redmon, G-E Supply Corp., Memphis. 





al winning the war and getting back 
to a peace-time basis, we haven’t had 
time to keep up with the rapid pace 
which lighting has sped during these 
years. 

Our great responsibility is to give 
the very best kind of a lighting job to 
every one of our customers. Are we 
prepared to specify the proper lamp 
for the job? In our cnthusiasm for 
the fluorescent lamp, will we forget 
that the incandescent lamp is not ob- 
solete and still performs some services 
which the fluorescent lamp cannot 
do? When we sell a job providing 
plenty of foot-candles, is it properly 
engineered so that brightness is not ex 
cessive? Do we know enough about 
maintenance so that we can get thc 
story across to our customer that to 
day’s lighting installation needs dit 
ferent and more constant attention? 
Will the slimline lamp be better on a 
certain job than the regular fluores 
cent lamp? Do we know enough 
about bactericidal lamps to make an 
effective and, more important, a sat 
installation? What about other lamps 
such as infra-red, the new sunlamps, 
mercury, sodium, and _ black light 
lamp? Where can they be used to ad- 
vantage? 





the space of 80 ft. by 8&2 ft. to an intensity of 50 foot 


Installation de- 
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The list of these questions could be 
lengthened still further. Perhaps you 
may fee] that the market is so big that 
you'll let the “extras” or “frills” go to 
some competitor while you give atten- 
tion to the ordinary jobs. ‘That policy 
may do for a while, but when com 
petition gets stiff—and it will do so 
knowledge in other lighting fields will 
prove valuable. Anyway, there are a 
number of important things to ob 
serve in the so-called ordinary jobs. 
Let’s consider a few of them. 

Indirect lighting was the vogue be 
fore the advent of the fluorescent 
lamp. ‘lhe demand for higher levels 
of illumination plus the increase in 
the light output of incandescent 
lamps made brightness a problem in 
most installations. ‘The glass enclos 
ing globe became a source of glare 
when larger lamp installed. 
Moreover, it was quite impractical to 
use a glass enclosing globe with lamps 
larger than 500 watts. ‘The lamps 
needed more shielding. Indirect light 
ing was the answer. 

Today, history is repeating itselt. 
When fluorescent lamps were first in- 
troduced, they were placed in fixtures 
having no provision for shielding the 
lamp from view. ‘heir brightness 


were 


then was not excessive — about the 





RELIGHTING THE SOUTH—Wakefield Beacon ceiling 
type units were used advantageously in lighting this irreg- 
ularly shaped office of the South Coast Life Ins. Co., Beau- 
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same as that of the glasz enclosing 
globe. In a sense therefore, we slip- 
ped backward in providing the quality 
of illumination which an indirect light- 
ing system would give, but the higher 
cost of fluorescent plus the lack of 
good sales effort created this situation. 
‘Voday, the +0-watt lamp which is the 
most universally used, provides about 
six times more light than this size 
lamp did when first introduced in 
1939. Obviously, it is brighter and 
may therefore be quite uncomfortable 
in most instanccs. I‘ixtures are design- 
ed today to overcome this difficulty 
with proper shiclding, but we still 
must be alert to 
brightness. 

The practice of substituting a fluor 
escent fixture for an incandescent fix- 
ture will not always provide the im 
provement in foot-candles that the 
customer would like or should have. 
Today, any new lighting job should 
have a sizeable improvement in toot 
candles. But with that increase in 
volume of lizht. we must have low 
brightness—in other words, quantity 
and quality of illumination. his d 
mands good cngiicering of the light 
ing system. Back of that should go a 
well-engineered wiring job. 


avoid excessive 


mont. 
toot-candles. 








Today’s customer expects to pay 
more for a lighting job than he did 
eight or ten years ago. The contractor 
gets a larger share of the dollars paid 
for today’s job. Why, then, shouldn't 
he be willing and anxious to provide 
more competent engineering and 
more sales effort? Both of these will 
invariably direct more dollars to the 
contractor's pocket and, at the same 
time give much grcater customer satis. 
faction. 

Yes, the opportunity is here. The 
lighting market is greater and mor 
fertile than ever before. We have 
more tools with which to satisfy thi 
market.and to broaden our activitic 
It will take study, alertness and ag 
gressiveness to get the most out of 
this opportunity. ‘The information 
that it takes to do a comprehensivy 
thorough, and altogether creditab 
job iy readily available. 

Manufacturers’, bulletins and thei 
engineers, utility lighting engineers, 
and other capable individuals stand 
ready and willing to help. The extent 
to which you utilize these services 
and equip yourself with information 
to go out to do an intelligent aggr 
sive job will be the measure of you 
success. Will you click or just be 
dull thud? 






Spacing of units approx. 7 ft. by 7 ft. provide 50 
Ceiling height 11 ft. 
signed by R. A. Honsberger, Gulf States Utilities Co. 


Installation was de 
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RELIGHTING THE SOUTH—This installation designed over 75. Day Brite Viz Aid fixtures were arranged in rec 
by James Whitehead, Day-Brite Lighting Inc., Atlanta, has tangular pattern with: 150-watt spots at corners. J. B. 
28 foot-candles general illumination with spotlighted areas White Department Store, of Augusta, Georgia. 





RELIGHTING THE SOUTH—These Guth custom built of Tulsa, Okla. 12 lamps in one plane, with glass louvers, 
units, each equipped with 16 40-watt F lamps, provide an supply direct light; 4 lamps light the ceiling. (Submitted 
average intensity of 35 foot-candles for the National Bank by M. J. Myers, Public Service Co. of Okla.) 
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OF THE INDUSTRY 


Exclusive Exhibits Will 
Feature E.E. Exposition 


MANY EXHIBITS at the forthcom- 
Electrical Engineering Expo 
sition will be on view cxclusivels 
t that display, which is the only onc 
levoted to the interests of large 
cale production and distribution of 
iectrical energy. ‘The Exposition is 
to be held in the 71st Regiment Ar- 
mory, New York City, concurrently 
vith the Winter Convention of thc 
\merican Institute of Electrical Engi 
January 27-31. 1947 

Designed to be of practical intor 
mation walue to designers, construc 
rors, and operators in the CHISTIN ( ring 

large electrical installations, the 
Exposition will feature cquipment 
f the newest order of design and 
construction, the products of engi 
neering research. It will the 
several departments of the field, in 
luding electric generating and 
ower station equipment, transmission 
ines and networks, sub-stations and 
incidental items up to the consumcr’s 
meter and many that are used within 
onsumer’s plant. 

['ypical of products of intcrest to 
sitors representing public utilities, 
electrified railroads, and large indus 
trial concerns having substantial prob 
lems of electrification are: generators, 
batteries, switchboards and 
solenoids, resistors and 
resistances, relays and regulators, 

stats, capacitors, © commutators 
ind circuit breakers; also lamps and 
lighting fixtures for commercial and 
industrial uses, as well as pancl 
boards, gages, recorders, and instru 
ments of all kinds. 

items pertaining to transmission, 
distribution, and load connection in- 
clude such volume requirements as 
cable and wire, insulators, conduit and 
duct; also potheads, preservatives, 
teels, racks, splices, substations, tow 
ers, transformers and converters, cut 
outs and fuses, motor generators, test 
ing sets, surge protection, welders, 
switches, starters and tools. 

The Exposition was first planned 


Ing 


neers, 


cover 


I 
I 
| 


motors, 


switchgear, 


| 


} 


| 


| 
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and later organized following an m 
formal letter ballot in which over 400 
clectrical engineers and operating men 
registered their views concerning such 
a project, 90 percent of them favoring 
the Exposition as now defined and ap- 
proving its place on the calendar of 
professional events. With the termi 
nation of the war it became possiblc 


to put the plan into ctfect, and the 
response from the exhibitors’ side has 
already demonstrated ready accept 
ance and promises to exhaust the lim- 
ited space available in the Armory long 
before the opening date. 

The Exposition is under the man 
agement of the International E’xposi 
tion Company, managers of the Na- 
tional Power Show, Exposition of 
Chemical Industrics, and the Heating 
and Ventilating Exposition. Charles 
I’. Roth is president of the Company; 
F.. K. Stevens is manager of the Expos 
tion. 


Lighting Institute Opens 
With Special Ceremony 


FORMAL fe opcning of world-fam 
ous General Electric Lighting Institute 
at Nela Park, Cleveland—the Insti 
tute was closed during the war and is 
nearing completion following an cx 
tensive rebuilding program—was sched 
uled for the week of Scptember 9. 
Elaborate rededication ccremonies 
have been formulated to cclebrate the 


occasion 


Sweeping changes to be revculed 
when the Institute is “unveiled” in- 
clude not only those of a physical na 
ture but of educational displays and 
demonstrations as well. The Insti 
tute has been completely rebuilt to 
serve both present and future needs of 
G. E. Lamp Department. 

Thirty architects, designers and art 
ists, 100 engineers, technicians and 


At left, huge bronze GE monogram is relaid at new entrance to Institute by 
Nela Park’s Jack Paul who, thirteen years ago, laid it at the original en- 


trance-way. 


At right, Howard W. Benz, in charge of electrical maintenance 


at the new GE. Lighting Institute, is here shown at a remote control terminal 


box. 


More than 7,000 electrical connections operate batteries of lamps in 


the color comparison room. 
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workmen have been working on thc 
project for many months. 

The Lighting Institute, Mecca of 
nearly one million visitors from all 
parts of the globe during the twenty- 
five years between the two world 
wars, will resume its series of lighting 
“schools” immediately after the grand 
opening week. 

Generally hailed as “Lighting Head- 
quarters of the World at the Univer- 
sity of Light, Nela Park,” the Insti- 
tute in its new form is designed to 
serve as a fountain-head of lighting 
knowledge and informatien on lamps 
of all kinds for every purpose. Promi- 
nently featured in a variety of ways 
will be the new G-E circline and slim- 
line fluorescent lamps, newly develop- 
ed heat, drying and germicidal types. 

Also to be “unveiled” in September 
ire newly styled Institute educational 
programs. These training courses 
are designed to speedily relay latest 
lighting and lamp information on to 
the consuming public through com- 
mercial, industrial and _ residential 
channels. 


Many New Displays Featured 


Included among the displays, dem 
onstrations, and facilities built into 
the revamped Institute are the follow 
ing: 

A color quality room to show tlic 
effects of light on merchandise; up 
to-minute lighting in the Institute of- 
fices; a patio “Sun Deck” capable of 
furnishing from three thousand to 
five thousand foot candles with infra- 
red and ultraviolct radiation cquiva- 
lent to that of midsummer sunshine; 
an office lighting room featuring fluo 
rescent principles, accessorics and 
equipment; an ideal schoolroom flood- 
ed with synthetic daylight and equip- 
ped with automatic electronic con- 
trols to compensate for the caprice of 
natural daylight; incandescent light 
ing for schoolrooms and a system of 
brand new low brightness 4-foot 40 
watt fluorescent lamps; school wall 
slates of glass in various colors and 
chaiks of contrasting hues; a G-I 
“Lamp Gallery” featuring pictures of 
campus-like Nela Park as well as 
lamps of all types and sizes with 
many of their myriad uses; displays of 
technical publications and_ pertinent 
merchandising aids along the route 
of tour; and: 

“O & Q” rooms for fitting Quan- 
tity of jight to Quality of light; attract 
ively furnished home lighting demon- 
stration rooms equipped with movabl« 
walls and “gee-whiz” mechanical re 
finements; a_ well-lighted shopping 
center which “takes” one past attract- 
ive store fronts into light-flattered el- 
ectrical, drug, grocery and department 
stores; demonstrations of three A’s of 
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WASHDAY IN TRAILER VILLAGE—Iv’s a triple play in trailer No. 17 of 
the University of Tennessee Trailer Village! While Daddy (ex-GI Dewey R. 
Roark, Jr.) studies his caleulus, his daughter (nine months old Reva Jane) 
sits contentedly in her tub.and a dime-a-load Bendix automatic washing 


machine handles the Roarks’ laundry. 


Cozily situated on the university 


farm, Trailer Village has a dozen automatic washers to keep its GI families 
contented. 


store lighting: Attraction, Appraisal, 
Atmosphere; advertising division con 
ference room; refurnished main audi 
torium; restaurant, bar, and night club 
illumination and black lighting  ef- 
fects, miniature, auto and photolamp 
lighting; a darkroom for the advanced 
amateur photographer;  clectrical 
wholesalers’ lighting display room 
playing up lighting to be sold by the 
jobber; a lighting design room featur 
ing new materials and principles sup 
plied by, and for, leading architects; 
Institute Work Shop for building dis- 
plavs and to serve as an industrial 
lighting demonstration; and, a “Light 
ing Magic” show staged to dramatiz: 
the role of light as a showman 


Facsimile Stations 
To Get Early Trial 


‘THE ELECTRONIC newspaper, delis 
ered through the air on radio waves, 
will be given a trial in more than i2 
metropolitan centers early next vear, 
it is indicated in an order placed on 
General Electric for what is believed 
to be the largest number of facsimile 
transmitters and receivers ever ord 
ered. 

John V. L. Hogan, president of 
Radio Inventions, Inc., placed the 
order on behalf of Broadcasters Faxi- 
mile Analysis, which is a group in- 


cluding 22 broadcasters and mn 
papers. ‘This group was organiy 
late in 1944 to study the new mediun 
and develop appropriate transmitt 
and receivers. This work was dot 
by Radio Inventions both in their | 
boratories and in the ficld. G. FE. ] 
been asked to make the cquipment 
The initial facsimile equipment v 


be used to start experimental pro- 


gramming, according to P. G. Cal 


well, a G-E sales manager, who a 
nounced the order. He explain 
that General Electric’s 1946 produ 
tion in this field will be confined 
the present order, and_ transmitt 
and receivers will not be made th 
vear for the general public and 
dustry. 

Four 9-¥% inch by 12 inch pa 
of text or photos can be relayed 
radio from any I'M broadcasting 
tion to the home or office record 
during a 15-minute broadcast wit! 
the equipment. Printed pages emer: 
from a slot in the top of the recer 
cr. A transparent window cnabl 
the owner to see the page as it is | 
ing recorded. 

In a demonstration of the f 
mile equipment to the press recent 
at Radio Inventions laboratories, 
wide diversity of copy was transmit 
ted. This ranges from news picture 
material to accompany household pro 
grams such as recipes and sampl 
menus, weather maps, comments om 
musical numbers and pictures «nd 
life stories of composers, comics and 


} 


) 
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cartoons. crossword puzzle eee 
tion texts and reference reading for 
ducational programs, and spccial bul 
ctin newspapers made up in half the 
ze of a tabloid page. ‘The pro 
rams included pages designed fo: 
ssociation with sound programs a 
means of amplifving their entertain 
cent or educational valucs by suppk 
cnting them with copy m= perma 


nt record form 


Consumer Credit 
Controls Revised 


the Board) of Governors of | the 
cral Reserve System has modified 
Regulation “W" which controls 
tallment purchase terms and othe 
of constuner credit. ‘Phe revi 
were made on the theory that an 
tmsion Of consumer credit could 
Wate materially present inflation 
tendencies. 
ne of the changes will extend 
itrol to cover consumer credits up 
$2,000. Controls previously had 
red credits only up to $1,500. 
ther change is a reduction from 
nonths to 15 months in the time 
hich installment loans may be re- 
m sales not connected with pur- 
of consumer durable or semi 
ble goods 
ic repayment time for durable 
scmi-durable goods continues to 
2 months, except for automobiles 
h have a 15-month limit. A 
n payment of one-third is requir- 
most installment credit. 


Distributors Plan 
Texas State Fair 


\forE THAN 40 distributors are re- 
d to have already made definite 
nitments for participation in a 
ful exhibit of electric appliances, 
ored by the Dallas Power and 

Company and the ‘Vexus Pow 
nd Light Company, as a part of 
State lair of Texas, October 5 

at Dallas. 
he electric appliance division ol 
fair will be known as the Greater 
ric Appliance Exposition and is 
cted to feature an unusually large 
lay of appliances since manufac 
is are expected to be in a bette 
tion, from a production viewpoint, 
all. Special display booth dy 
signs will be prepared for the show. 


Testing Laboratory 
Has Novel Features 


To CONTRIBUTE to the advancement 
of the science and art of illumination, 
a new Product Development and ‘Test 
ing Laboratory has just been com 
pleted and dedicated at Des Plaines, 
Ill., by the Benjamin [Electric Mfg 
Company. [mbodying many new 
and unique advancements in con 
struction, equipment and design, the 
ncw Benjamin Laboratery is being 
hailed as an unusually interesting 
solution to the problem of modern 
ized facilities to meet the constantly 
accelerating demands for improved 
product development, production and 
testing techniques. 

Phe SLOO,000 Laboratory ts one of 
the important phases of the Benjamin 
Postwar Program. On the occasion 
of the company’s 45th anniversary 
celebration, it was dedicated before a 
large gathering of employees and com 
munitv leaders 

Hloused within the new building 
are five laboratory divisions, an ele 
trical section, a physical test section, 
a photometric laboratory, an acousti- 
cal laboratory, and a product devclop 
ment and model shop. ‘These labora 
tories with the building’s added faci 
litices for the reception of visitors and 
cultivation of community relations 
ire a part of a 3-year-program an 
nounced last vear by the manage 
ment. 

The program covers the improve 
ment of company manufacturing fa 
cilities, expansion of product and 
market development facilities, and 
improvement of community relations. 
The company is a leading maker of 
industrial, commerical and utilitarian 
lighting equipment, sockets, fittings, 
signal equipment and procelain ena 
mel products including table tops and 
washing machine tubs. 
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Southern exposure of the new test 
ing and development laboratory of 
Benjamin Electric Mig. Co., in Des 
Plaines, HL Many unusual con- 
temporary design features were in 
corporated in the structure, 


In the physical testing section of 

Benjamin’s new test and develop 

ment laboratory are such items as 

the temperature control chamber, 

shown here, a salt spray machine, 

weather-ometer, humidity chamber, 
and vibration tester. 


This model shop of the Benjamin 
laboratories is also a model of 
good lighting. The fluorescent 
fixtures provide 100  foot-eandles 
of glareless illumination at the 
working plane, day or night. 





Major element of the new labora 
tory building ts a simple functional 
unit which houses the electrical sec- 
tion, physical test section and photo- 
metric laboratory. It is built of red 
range face brick trimmed with white 
concrete and features a large two 
story window of heat absorbing plate 
A small cubic beside the main 
building contains a completely 
isolated acoustical laboratory and 
sound proof room. ‘The 
story section of the building runnin 
to the southward houses a modern 
completely equipped 
conference room, and reception room 


glass. 


curved om 


model shop, 
| 


tor visitors. 


The Electrical Section 
Klectric il NCC 


the con 


the 
tem 


The heart of 
tion’s circulatory sys 
tro! and distnbution 
vides an clectronically contro 
able frequency alternator 
duces test frequencies from 
cycles at a range of 12 io 250 volt 
as required. This is 
with the aid of a General Electric 
Thy-Mo-Trol in’ which ‘Uhyratron 
tubes are used. ‘Hh iso pre 
vides controls for a 
ed D. C. motor generator sct 
duce the following voltage rang 
to 30 volts, D. C.; 30 to 150 
D. C.; 150 to 280 volts, D. C. 

On the board is 
Variac or variable autoti 
obtaining voltage ranges from 1 to 
270 volts, 60 cycle, and regulators fo: 
controlling this voltage within a nar 
row range. ‘The third part of this 
board is a plug-in type distribution 
panel from which it is possibl 
tribute various ranges of alt 
and direct current to the test 
and other sections of the laborat 
affording the correct form of 
rent for the various test 
ments. 


Refrigeration Group 
Sponsor Exposition 


ADVANCES MADE by the mechanical 
refrigeration industry in the develop 
ment of refrigeration and air con 
ditioning equipment for home and 
commercial use will be revealed this 
fall when the industry holds its first 
national exposition since 1941. 

Due for unveiling at the Fourth 
All-Industry Refrigeration and Ait 
Conditioning Exposition in the Clevc 
land Public Auditorium, October 29 
to November 1, after nearly six years 
of war imposed “blackout”, will b 
the newest products and latest im 
provements of the entire mechanical 
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refrigeration and an conditiommg am 
dustry. 

Sponsors of the exposition are the 
Refrigeration Equipment Manufac- 
\ssociation, comprising 100 
member companies which manufac 
ture all tvpes of refrigeration and air 
conditioning equipment; and the Froz- 
cn Mood Locker Manufacturers and 
Supplicrs Association, members — of 
vhich build and cquip fiozen food 


turers 


locker plants, now numbering more 
thaw 7,000 throughout the country. 
It will be the first time the frozen food 
equipment industry has participated in 


I] scale 


aio all-industry show on 
The exposition also will mark the 
January, 1941, that 
utire industry has had a com 
howing of its products and this 
cnt will be by far the largest 
tory. Res floor 
two to three times 
IS CX 


a large 


CIEd1¢ HAC. 


rvations fo 
rd are 
id it 
300° exhibits 
75.000 


befor 
than 


than ever 
that 


THOT 


mito square 


owded 
in four exhibition halls 


Cleveland auditorium 


Production Nearing 
Industry Capacity 


pouring out civilian 
ids and services at a rate approach- 

g total production at the climax of 
the war etfort, Civilian Production 
\dmuinistrator John D. Small reported 
n August 29th. 

Production of most electrical appli- 
increased above the last 
port in June and several showed in 
even over prewar production 


INDUSTRY 


nces Vas 


PCUuses 
totals 
I'ree for the present from labor 
liscord, producers of basic materials 
ive reached their virtual capacity, 
Small’s monthly production re 
port of full production now are “within 
sight of full production of finished 
ceoods.” 

\utomobil assembly lines ran 56 
per cent more in July than in June, 
while sewing machine output, the 
cther outstanding laggard of recon- 
version, jumped 30 per cent. 

Civilian employment hit the unpre 
cede nted total of 58,100,000. The ex 
factory and commercial 
indicated by the fact that 
the entire 1,400,000 over 
June was in non-farming jobs. 

lollowing is the report on consum- 
er goods in the electrical industry 
shown on the July record: 

Washing machines, 187,000, down 
lightly from June but Il per cent 
ibove the 1940-41 monthly rate. 


pansion of 
ictivily was 
imcrease of 
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DATES AHEAD 


National 


Illuminating Engineer- 
ing Society, and La Conference Internationale 
de Quebee, Chateau Frontenac, Quebec, Can- 
ada, September 18-20, 1946. Convention Com- 
mittee Secretary: L. A. Van Duzer, 420 MeGill 
Street, Montreal, P.Q., Canada. 

Northwestern Section, IAEI, 
Boise, Idaho, Sept. 23, 24, 25, 
Gaffney, Secretary, Room 402, City 
coma 2, Wash. 

Southwestern 


Annual Convention, 


Boise Hotel, 
1946. Ww. 1 
Hall, ‘Ta- 


Sacra- 
Oct. 1 
Room 


Section IAEI, Hotel 
mento, Sacramento, Calif., Sept. 30, 
and 2, 1946. H. L. Gerber, Secretary, 
205, City Hall, San Francisco, Calif 

Eleventh Annual Conference of the 
national Association of Electrical Leagues, The 
Astor Hotel, New York City, N. ¥., Oct. 2-4, 
1946. ©. ©. Small, Seeretary, 155 East 44th 
St.. New York, N. Y. 

National Electronics Conference, tne., Bdge 
water Beach Hotel, Chicago 14, HUlinois. nm 
tober 3, 4, 5, 1946. 

National Electrical 
1946 Annual Mecting. 
the Boardwalk, Atlantic City, 
vention, October 15, 16, 17, 1946. 

Western Section IAEI, Gibson Hotel, 
cinnati, Ohio. Oct. 21, 22, 23, 1946. F. 
Moore, Secretary, 320 N. Meridian St., Indi 
unapolis 9, Ind. 

Eastern Section TARI, Mark Twain Hotel 
Elmira, N. ¥. Oct. 28, 29, 30, 19146 ! 
. M. Squires, Seeretacy, 85 John St... New 
York 7, New York. 

National Electrical 
tion, A sal Meeting. Ma 
Claridge otels, Atlantic City, ~ Be 
October 28, 1946. 

All-Industey Refrigeration and = Air 
tioning Exposition, Cleveland Auditorium 
Cleveland, Ohio. October 29-November 1, 1946 

Electrical Engineering Exposition. 7st Res- 
iment Armory, Park Avenue and 34th Street 
New York, N. Y. January 27-31, 1947 


(onutractors Association 
Ritz Carlton Hotel, on 
New Jersey. Con- 


Manufacturers  Associa- 
-Blenheim and 


Week of 


Southern 

Operation Section, South- 
Henry Grady Hotel. 
1946. J. W. Talley. 
Haas-Howell Bldz 


Engineering and 
eastern Electric Exchange, 
Atlanta, Ga., Oct. 3 and 4, 
Executive Secretary, $05 
Atlanta, Ga. 

Southern Section 
Hotel, Asheville, N. C. 
A. M. Miller, Secretary, 
Richmond 24, Va. 

Accounting Section, Southeastern 
Exchange, Fort Sumter Hotel, Charleston, 
C., Oct. 17-18, 1946. J. W. Talley, Executive 
Secretary, 303 Haas-Howell Bldg., Atlanta, Ga. 

General Sales Conference, Southeastern Elee- 
tric Exchange, Atlanta Biltmore Hotel, Atlanta, 
Ga., Nov. 6-8, 1946. J. W. Talley, Executive 
Secretary, 303 Haas-Howell Bldg., Atlanta, Ga 


IAEL, George Vanderbilt 
2» Oct. 14, 15, 16, 1946. 
910 West 30th St.. 


Electric 
s 





Refrigerators 220,000, five per cent 
above June but 28 per cent below 
prewar. 

Vacuum cleaners, 197,000, up nine 
per cent from June and 26 per cent 
above prewar. 

Sewing machines, 35,000, up 30 pe: 
cent from June but 48 per cent unde! 
1941. 

Klectric ranges, 57,000, up slightly 
from June and 21 per cent abovi 
prewar. 

Radios, 1,330,000, a three per cent 
drop from June but 21 per cen! 
above prewar. 

Most building materials showed an 
increase, Mr. Small said, and su 
pluses of brick and tile will be found 
in 1947. 

As for the basic industries, produc 
tion is at such a clip that further 
large increases cannot be expected in 
the near future, the report said. Stee! 
production rose to 90 per cent of cs 
pacity by the start of this month 
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aa MANUFACTURING CO. BF: 7 | 
8 ATLANTA,.GA. : 





the present line Gibson Manufat¢- 
turing Co. will bring to you f 
new fixtures designed \ 
for better lighting. 
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Write today for details of Gibson fluorescent units. 


‘GIBSON MANUFACTURING COMPANY, 1919 PIEDMONT ROAD, N. £., ATLANTA, GEORGIA 
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Plant Serves as Lighting Laboratory 


TEN yYrars of cutting and trying, 
ten years of painstaking planning, a 
decade of experimenting with contou 
and color, have gone into the evolu 
tion of the new ‘Holdenline plant at 
Cleveland, Ohio. ‘Those years, and 
study, have made this new plant, from 
entrance door to loading dock, a 
lighting laboratory, made it a single- 
purpose tool for the manufacture of 
fluorescent lighting equipment. 

The executives, the designers, and 
the engineers who cooperated in plan- 
ning the Holdenline plant followed a 
clear-cut procedure — followed the 
same procedure that such men as 
Dean Holden, company president, 
and his associates, Harry Ingraham 


and Gary Wise, had followed from 
the earliest days of fluorescent lamps 
in designing and engineccring their 
lighting fixtures. Just as they pio 
necred in fluorescent lighting, plan 
ning first on paper and then making 
templates, so they checked each step 
with photometric precision when they 
laid out the plant. 


Shown above and below are views 
of the Holdenline manufacturing 
plant at Cleveland. The plant was 
designed with special emphasis on 
lighting and provisions were made 
for utilizing a wide range of fix- 
ture types and designs in the vari 
ous plant departments. 


In the secing plane, wherevei 
cial work is performed, the plant lig] 
ing has been keyed to the job. Offi 
are completely equipped with tro 
ducts. False ceiling panels of acou 
cal materials make possible the 
centrations of foot-candles needed 
the most exacting office proccd 
and, at the same time, provide 
infinite variety in the numbe1 
kind of fixtures that may be hung f 
work-light or fixture - demonstrat 
Removable panels permit the instal 
tion of recessed lighting. 

The new Holdenline plant, itse! 
complete laboratory, has as its he 
a photometric laboratory where 
phase of contour, color, coating 


ELECTRICAL SOUTH for SEPTEMBER, 194 


¢) 





auto 


Vear 


ELE 


HE WAS JUS 


... but no one ever heard of him! 


\ whizzeroo on a small-time team. ~~ Vioose™ 
MeGinty was unknown till he turned pro. 
loday 


a world-champion line, with big-time inter- 


with expert quarterbacking. behind 


ference cloaking his end-sweeps, with the 
best throwing arm in the business rifling 
to him—today McGinty is Mister 
Football! 


man creat. 


passe > 


For a strong team makes a good 


It’s the same in selling automatic washing 
machines! A good dealer is still better when 
he’s on the world champion BENDIX team! 

For here you have everything to help you 
put yourself across. Here you 
BENDIX, the first and still the best of the 
a machine with nine 


have the 


automatic washers... 


\ears of tested dependability... the “world’s 
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AS HOT AT SIWASH 


most wanted washer” as survey alter survey 
shows. Powerful promotional backing. na- 
tional advertising. outdoor posters. local 
newspaper ads. spot movies and spot radio 

all tied together in a smooth-working 
program by one of the greatest merchandis- 
ing organizations in the appliance industry. 

On a like YOU are Mister 


Automatic Washer! 


team that 


Bendix Home Appliances, Inc. 


BENDIX 


Home Laundry 
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Dean Holden, president of Holden- 

line Company, and Harry Ingraham, 

sales manager, discuss the sales out 

look in the former’s well lighted 
office. 


control may accurately be weigiied 
and measured. ‘Take paint as an cx- 
ample. In an orthodox operation, 
test segments of paint or porcelain 
must be submitted to tcst to deter 
mine relative reflectivitics. Under 
ordinary conditions, when cnamcl is 
sprayed, a whole scrics of laborious 
tests are necessary in order to deter 
mine thickness, distribution, and color 
quality. The Holdeniinc photometric 
laboratory solves these major prob- 
lems simply. Ixhaustive tests, con 
ducted in coopcration with A. F. 
Owens, liquid plastics division, thc 
Ferro Enamel Corporation, developed 
a spray-coat that was hard, wouldn't 
yellow, had the required high-reflec 
tivity. Electro-magnetic gages deter 
mine overall, not segment, thickness in 
a single opcration. Photovolt tests 
record reflection-factor, again as ac 
curatcly over the whole fixture as prc 
vious part-tests. And, around the 
photometric laboratory, plant-produc 
tion flows in a giant C. Stecl for 
the Holdenline Chan’l-Run and _ for 
reflectors comcs in on a monorail, 
progresses past shear and_press-break 
and punch-presses to welding and fin- 
ishing. Everything is on whcecls or 
conveyors, cvcrything moves stcadily 
from onc stage to another. From paint 
room to assembly line—from assembly 
to packaging—fixture flow is never- 
ending. 

Both gencral and private offices 
reprcscnt a study in color harmonies 
for high reflectivities. Walls and ceil 
ings, illuminated by a combination 
of filament and fluorescent, were coat- 
ed with colors in harmony with the 
idcas developed by Arthur Brainard of 
the Philadelphia Electric Company. 
All office furniture has been painted 
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in pale color and all harmful darkness 
ratios reduced to a minimum. Floors, 
too, are light in shade for the same 
reason. Electric service in all offices 
permits lighting up to 500 foot-can- 
dles. 
So it is that in offices and factory, 
over desks or machines, on office or 
plant procedures and processes, a ne- 
ver-ending study and observation go 
on from day to day. Every worker 
in this lighting laboratory, from the 
front to the back of the plant, can 
live in the best lighting tradition, 
work under the best lighting condi- 
tions. Here, from strect to loading 
dock, a whole series of lighting stu- 
dies is possible—the study of intensi- 
ties, reflectivities—a study lighting at 
work—a study immediately translat- 
ed into improvement of cxisting and 
experimental lighting fixtures. [ere, 
too, an experiment with color is in 
progress—a study in which bays will 
be progressively color-conditioned — 
with cooler colors in the south bay 
graduating to successively warmci 
shades in the northern bays. 


Utility Engineers 
Discuss Heat Pump 


Binsancuam, Ala., was host recent 
ly to approximately 60 cugincers rep 
resenting electric light and power com 
panies in 17 southern and southwest- 
crn states from Virginia to Arizona. 
[hey met under the sponsorship ot 
the Southeastern Electric Exchange 
to discuss specifications for the “heat 
pump” — an all-clectric year-round 
heating and cooling unit. 

The meeting at the ‘Tutwiler Hotel 
was one of a scrics of regional meet 
ings held at which suggested specifi- 
cations developed by engineers of the 
American Gas and Electric Service 
Corporation, New York, were present- 
cd by Philip Sporn, executive vice- 
president. 

The specifications are expected to 
be used as a guide for the manufacture 
of heat pumps in quantity for house 
heating and cooling and for water 
heating. ‘The principle of the heat 
pump long has been known. ‘The 
most familiar application to date of 
this principle has been in the field of 
refrigeration. When the equipment 
that is used to refrigerate is reversed 
to take heat from the outside and 
pump it into a space or house to be 
heated, it becomes a heat pump. So 
far, there has been installed a limited 
number of commercial applications, 
the heat pump being standard refriger- 
ation equipment. 








‘Lhe specifications being developed 
contemplate an automatic, electric 
motor driven unit for homes and com 
merical establishments which wil 
serve the double purpose of coolin; 
and heating. With such a_ unit, 
homes will be cooled in summer and 
heated in winter by the same equip 
ment, utilizing no other energy than 
clectric power. 

It is also believed that the app 
cation of the principles of the heat 
pump to a unit designed for wate 
heating will result in an even sti 
lower cost of electric water heati 
than at present. 

Mr. Sporn stated that a nuimlx 
of leading manufacturers have 
pressed an interest in the producti 
of this equipment, according 
standard specifications. 

“As soon as the specifications 
perfected,” he stated, “a group 
electric light and power compani 
will place orders for a large quant 
of the home cooling-heating 
water heating units which, after ma 
ufacture, will be installed ove 
nation and careful records kept 
their performance. 

“The charactcristics of the 
pump are such,” Mr. Sporn 
“that it should find great acceptain 
in the southern section of the c 
try. The development of the 
pump can well become another 
of America’s major industries. 

“What is more” he continued 
will make the all-electric hom 
reality.” 

The visiting cnginecrs spent 
time at the Southern Research | 
tute where research on_ the 
pump is bemg conducted. 


Kitchen Equipment 
Dimensions Unified 


One of the interesting project 
the expanding program of the 
erican Standards Association is 
study of dimensions of kitchen equip 
ment, with the object of coordinat 
such equipment dimensions 
those of building materials. The con 
pactness of modern kitchen arrang 
ments makes it highly essential 
the different units fit together 
uniform and _ attractive fashion. 
cxample, heights of rangcs, tables, ‘ 
work surfaces are generally 30” or 36 
Lincar dimensions should also be co 
ordinated in order to climinate caps. 
odd-size strips, and other space fillers. 

The study is closely related to ASA 
activity to develop modular standards 
for building dimensions. 
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Home Ventilator 

















Keeps kitchens fresh as a daisy! 
also bedrooms, bathrooms, nurseries, 
recreation and utility rooms. Ample 
capacity for many offices, too! 





<7) THIS WAY 
+ OuT | 


Aeropel whisks out odors, stale air, greasy fumes, smoke 


YOU CAN SELL AEROPEL! Priced jobber or supply house. If he can- 
right for competitive selling—com- not supply you, phone or write the 
pare its performance and appear- nearest American Blower Branch 
ance with other fans. Ask your Office. 


AMERICAN BLOWER 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
Division of Amertcan Rapiator & Standard Saritary corporation 








Aeropel Home Ventilators Ventilating Equipment Air Condit‘oning Blowers 





4 Years of War-Stimulated Improvement—On Top of 61 Years of Engineering Development 
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901—G-E Infra-Red Heat Lamp 


Manutactured by General Electric 
Lamp Department, Nela Park, 
Cleveland, Ohio 








DustcNep primarily for therapeutic | 
home use, the new 250-watt  sclt 
reflecting infra-red heat lamp _ has 
been developd with a bulb of hard 
glass to insure greater saftey, and with 


a ruby-hued filter to reduce bright 


ELECTRICAL 


DUCT 


ness and to provide greater eve com- 
fort. 

Although the new infra-red heat 
lamp is intended chiefly to relieve 
users of muscular aches and pains, it is 
also designed to do many helpful chor- 
cs around the house. Numbered 
among these applications are scores 
of drying and warming jobs. The 
single, self-contained, _ hermetically- 
scaled lamp fits right into ordinary 
heuschold light sockets. 


902—Midget Sterilamp 


\Manufactured by Westinghouse Lamp 
Division, Bloomfield, New Jersey. 


A mMipcGer ultraviolct Sterilamp, 
half the size of a hen’s egg, will im- 
prove the food-kceping qualities ot 
home refrigcrators for a nickel a 
month. 

The new lamp, mounted inside the 
cabinet, simultaneously emits bacter- 
ia-killing ravs and produccs ozone in 





Electrical South 
1020 Grant Building 
Atlanta 3, Ga. 





Please send me additional information on the following 
New Electrical Products deseribed in this issue: 
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the air. In high humidity cabinets 
it reduccs spoilage and mold g1 
which would otherwise soon 
In lower humidity cabinets, the 
which led in prewar demand, 
main problem has been accumul:tio 
of food odors. ‘The ozone pr 
by the Sterilamp diffuses rapidh 
ifying the food vapors. 

The three and one-half watt 
ature Sterilamp operates onl; 
the refrigerator compressor runs, 
on this basis, at least a year’s 
for the lamp is assured. ‘Th 
former required also consum 
three and one-half watts. 


904—Modern Kitchen Light 


Manufactured by Mastercraft Ele 
Company, 181 Bruce Str 
Newark 3, N. J. 


Tur Mopern, a new two or thircc 
lamp kitchen fixture is available 1 
two types of mounting. Th« 
plug-in type for rapid installation ™ 
existing sockets can be put in place 
by anyone in the household. ‘The 
other is made for installation on five 
inch and six inch collar and cross 


Cas 
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DISTRIBUTOR 


I PREFER MITCHELL Com- 
mercial Lighting because it’s 
easier to sell. Both contractors 
and users recognize and demand 
MITCHELL quality and appear- 
ance. Customer satisfaction is 
assured, and my reputation is 
protected. That’s why my Light- 
ing Department concentrates on 
MITCHELL, the complete line 


that fills every commercial need. 


DELUXE LOUVERED 
Model No. 3011 


SHIELDED UNIT 
Model No. 3004 


DELUXE SHIELDED 


47 


preferred 


CONTRACTOR 


I PREFER MITCHELL Com- 
mercial Luminaires because 
they’re easier to install and 
maintain—accepted absolutely 
by my customers as top-quality 
lighting units. I’ve had plenty 
of experience with commercial 
lighting installations, and [’// 
stay with MITCHELL, the line 
that builds acceptance for my 
skill and service. 


USER 


I PREFER MITCHELL Light- 
ing because I know I’m getting 
carefully planned quality illu- 
mination to fit my needs. I like 
the combination of functional 
efficiency and modern beauty of 
design. MITCHELL Commer- 
cial Luminaires are a genuine 
asset to my business. I play safe 
—I buy from the house that 
sells MITCHELL. 


preferred 
COMMERCIAL 


Mitchell Manufacturing Company, 


LUMINAIRES 


2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 


Model No. 3007 


Serves the Entire Pacific Coast Areo 


1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 





Makers of Commercial and Industrial Fluorescent Lighting Cesiones 


« Spotlights and aa « Desk Lamps « 
e Ultraviolet Intrare 
hting Specialti jes . . . Rad-i-Air 


Store Window Lighting « 
able Floor and Table Lamps « 
Heath ay . —— Li 


Md 


' 


a 


Par West: Complete Modern Plant and Sales Office at Los Angele! 


| 


J 





ro-Ait Ultraviolet Products Co., Los 


n ide 


| 
: 
| 
| 





bar where underwriters approval 1s 


desired. 
The Modern is finished in exclu- 
sive Mastercraft longlife cnamel 


which does not chip and has high re- 
flection value. All parts and accessor- 
ies of the fixture are made in the 
Mastercraft plant. 


903—Hi-Heat Lamp 


Manufactured by Radiant Lamp Corp 
oration, 300 Jelliti Ave., 
Newark 8, N. J. 


THE NEW, SAFER R40 infra-red Hie 
Heat lamp is made of special heat- 
resisting glass to reduce the hazard of 
breakage caused by thermal shocks. 
This is especially desirable in drying 
ovens containing volatile fumes. 

Actual service conditions are said 
to show that the new Hi-Heat lamps 
last much longer than infra-red lamps 
made of ordinary glass, thereby re- 
ducing lamp replacements and _assur- 
ing uninterrupted production. 


907—Swivelier Lighting Unit 


Manufactured by Swivelicr Company, 
30 Irving Place, New York 3, N. Y. 





STREAMLINED Swivclier light- 


Vin 
ing units, with hood shades for out- 
let box attachment, are designed in 
keeping with the strong current trend 
for spot-lighting store interiors, the 
same as store windows. 


These units are available in a 
choice of various arm lengths, from 
a flush-mounting on 314” or 4” outlet 
box-covers to a 36” pipe attached to 
outlet box-cover. ‘lhev are also avail 
able in clusters of two, three, and four 
shades attached to a single 4” outlet 


box-cover. 


905—"Champion” Floodlight 


Manufactured by the Revere Electric 
Manufacturing Co., 6009 Broadway, 
Chicago 40, III. 


THE ULTIMATE in illumination and 
mechanical efficiency has been 
achieved in the “Champion,” a new 
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floodhght which 


1500 
is dust tight and weather proof and 
particularly applicable to almost any 
large area lighting job. 


50 to watt 


il aluminum construction 
Slih- 


It is of 
and has a rotation feature that 
plifics servicing and eliminates the 
danger involved when mounted on 
high towers. ‘The lens is mounted 
in a cast ring hinged to the reflector 
and held in place by 5” C-clamps. 


911—Simplet Fixture Hanger 


\lanutactured by the Simplet Electric 
Company, 123 N. Sangamon Street, 
Chicago 7, Ill. 

THE New “Friction-Sct’”’ fixture 
hanger has 360 degree adjustment; 
although base and receptacle remain 
stationary, hanger arms may be turn- 
ed to align with any preconceived 
lighting plan. An exclusive friction 
ring firmly holds fixture in sclected 
position, and the hanger screws on 

to 3144” to 4” outlet boxes. 


926—Unite-A-Lite 


Manutactured by Moc-Biidges Corp 
oration, Sheboygan, Wisconsin 





‘To BRING fluorescent lighting out 
of the custom-made into the ready- 
made category, Unite-A-Little comes 
in a packaged, portable, ready to use 
form — to be sold and used like an 
appliance. 





‘These units consist of base strips, 
which come in 24”, 48”, and 96” 
lengths. Each has a plug connection 
at one end and a plug receptacle in 
the other. The back of the strip 
provided with openings so that it can 
be mounted on the wall with c 
mon picture hooks. ‘here are 
types of shicld and reflectors that 
attachable for varied kinds of inst: 
tions and are furnished as accessor 

Phe Unite-A-Lite permits as m 
licht as is needed, where it is nced 
‘Lo create a linc of light, cither hor 
ontally or vertically, the first unit 
mounted, then plugged into the n 
est outlet by means of an attachment 
cord. Each succeeding unit is t 
inserted into the plug receptacle 
the preceding unit, and the proce: 
can be continucd to obtain any lengt! 
desired. A corner connector 
starting boxes arc furnished te 
light around corncrs. 


906—Guth Hy-Liters 

Manufactured by The Edwin F., Guth 

Company, 2615 Washiigton A\ 
St. Louis, Mo. 





Hly-Lirers provide int 
spot or flood lighting effects for 


Guin 





lighting merchandise displays 
show windows and feature cas\ 
justment within a 90 
downward in all directions. 
The 150 watt spot or flood 
projector lamps used are well 
ed by concentric louvers. ‘Ti 
Liters are made in two styles 
surface or recessed mouting. ‘lh 
cessed Hy-Liters are availabl 
Flange or Teebar installations 
iy-Liters have knock-out and 
channels so that they may be us 
individual luminaires or mount 
continuous rows with fluores 


degrc¢ 


921—4500-White Lamp 


Manufactured by General Electr 
Co., Lamp Department, Nela Pa 
Cleveland, Ohio 


THE COMPLETE linc of Genc! 
Electric fluorescent lamps is now 
vailable in the new 4500-white c: 
which has characteristics that are 
balance between the present white 
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92 Caunewncement of impoance le lhe 


ELECTRICAL INDUSTRY 


COLD fet: 
NOARK 


Federal Electric Products Company announces the acquisition of one of 
America’s oldest and best known manufacturers of switchboards and 
panelboards, 


WM. WURDACK ELECTRIC MANUFACTURING COMPANY 


St. Louis, Mo 


With the addition of the superb plant facilities, engineering and sales 
organization of this fifty year old company. Federal takes an important 
step forward in its expansion program. and places itself in a much 
improved position to render service to its customers. 

In addition. to this acquisition, the Cole Electric Products Company. Ine., 
long affiliated with Federal, and an outstanding manufacturer of custom 
built electrical apparatus, is also being merged into the greater Federal 
organization. 

Out of this greatly expanded organization comes a new competence 
unsurpassed in the industry for the rendering of production and engi- 
neering service covering every phase of electric light and power 


distribution. 


FEDERAL ELECTRIC PRODUCTS COMPANY 


Executive Offices: 50 Paris Street. Newark 5, N. J. 


Factories: Nework, N. J., Hartford, Conn., St. Louis, Mo., Long Island City, N. Y. 
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and the daylight colors. 

The new color is acceptable in all 
lighting applications including home, 
officc, store, and industrial uses. It 
is sufficiently near daylight to mect 
ordinary needs for color discrimina- 
tion, and is at the same time warm 
enough in tone to be pleasing for in 
door illumination uses. 

The color is also available in all 
four sizes of Slimline  fluorcscent 
lamps. 


910—M-77 Lamp Holder 


Manufactured by Moe Brethers Manu 
facturing Co., Fort Atkinson, 
Wiscousin 


INNUMERABLE uscs are practicable 
with the new Model M-77 all-purpose 
lamp holder for all reflector-type heat, 
sun, spot, and flood lamps. ‘Ihe 
holder can be installed permanently, 
clipped on any convenient support, 
placed on a table, or hcld in the 
hand. The lamp swings up or down 
and can be rotated in a complete cit 
cle. 

An exclusive feature, the spring 
clip, snaps into position readily for 
easily clip-up mounting or slips into 
a recess in the base plate when holder 
is placed on a table. 


914—MatLux Continualite 


Manufactured by MatLux Corpora 
tion, 45-18 Court Square, Long 
Island City, N.Y. 


‘THe rirst Line. of fluorescent light- 
ing fixtures for the Matlaux Corpora- 
tion is a heavy duty industrial series, 
known as the “4000” Heavy Duty 
Series. This series, with porcelain 
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enamel or baked cnamel reflectors, is 
designed for both individual or con- 
tinuous installations, and is produced 
in two basic lengths. 

The 5’ 6” unit is designed for two- 
100-watt lamps; the 4’ 6” unit comes 
in two models, one for two-4+0 watt 
lamps, the other for three-40s. End 
caps are supplicd for individual in- 
stallation; without end caps, the same 
fixtures are designed for rapid, eco- 
nomical installation in continuous 
TOWS. 


925—Infra-red Drying Lamps 


Manufactured by North American 
Electric Lamp Company, 1036 Tvler 
St., St. Louis 6, Missouri 


AN INFORMATIVE booklet, “Drying 
Problems Made Easy,” issucd by the 
North American Electric Lamp Com 
pany discusses infra-red radiant heat 
for drving. 

Infra-red radiant heat for 
drying of signs is the latest devclop 
ment in the sign industry. In screen 
process work, where it is necessary to 
rack signs, this faster drying will cli 
minate extensive racking. The screen 
process work can be stacked immedi 
ately, without racking. 

Banks of infra-red lights, as shown 
in the illustration, would be particu 
larly suitable for use in the sign in 
dustry. 


faster 


918—G-E Industrial Lamps 


Manufactured by the General Electric 
Lamp Department, Nela Park, 
Cleveland, Ohio 


Tue New infra-red industrial lamps 
are presented in the following sizcs: 
250-watt, 375-watt, and 500 watt. 

‘Lhe two smaller lamps, cach with 
a G30 bulb and desiguecd especially 
for use in open reflector ovens, are in- 
terchangeable. Each has a medium 
skirted base and 5-inch light center 
length to fit infrared reflectors in 
gencral use. 

The 500-watt lamp is equipped with 
a medium bipost base and 6-inch 


as a companion lamp to the present 
G-E 1000-watt lamp. Both are d 
signed to produce relatively high 
amounts of heat where needed in in 
dustrial applications. 


924—Fluorescent Pin-Up Lamps 


\fanufactured by Sylvania Electric 
Products Inc., 500 Fifth Ave., 
New York 18, N. Y. 


Iwo ryprs of fluorescent Pin-Up 
lamps which are specially-designed to 
be placed wherever an cxtra unit of 
light is necded, answers the demands 
from residential customers for fluore 
scent illumination that can be “just 
plugged in.” 


RW -160—this unit is about 10° 
high, goes anywhere, and is attractive 
ly shielded by curved glass diffusing 
panel. It uscs a 6-watt lamp and can 
be used as an all-night lamp in the 
nursery. 








RW-220—this streamlined unit 1s 


flexible leads. Its ‘T-40 bulb is made | available in copper or ivory finish. It 


| of hard glass. This lamp is to serve | carries two 20-watt lamps shielded by 
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Across the Board...and Across the Years ! 


Youll ping yp Mote Sales with these Kéys! 


At the start of reconversion, Westinghouse 
production could go in one of two directions: 
concentrate on one or two appliances for a 
few months or come as close to manufacturing 
a FULL LINE as possible. 

A retail-minded policy called for the spread 
of production over a number of big demand 
items, because a FULL LINE is more profitable 
to a retailer than any single appliance. 

Experience proves that one Westinghouse 
appliance helps to sell another. A customer 
who starts with Westinghouse usually sticks 
with Westinghouse across the board... 


and across the years. 

Yes, with the Westinghouse FULL LINE 
you can play tunes on your cash register that 
are music to your ears. 


Guo howe peti 
Westinghouse 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 


WESTINGHOUSE ELECTRIC CORPORATION © Appliance Division + Mansfield, Ohio 
Plants in 25 Cities * Offices Everywhere 
TUNE IN TED MALONE, MONDAY, WEDNESDAY, FRIDAY, 11:45 A.M., E.D.T. AMERICAN BROADCASTING CO., NETWORK 
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diffusing panel or frosted, ribbed 
glass, and gives direct as well as in- 
direct lighting. 


908—Keystone Luminaire 


Manufactured by the Keystone Electric 
Manufacturing Co., 1100 Shackama- 
xon St., Philadelphia, Pa. 


Krysronr’s Catalog No. VL 440 
fluorescent luminaire is a new glass- 
shielded, louvered, four-light unit, for 
single or continuous row installation, 
and is adaptable for both cciling or 
suspension mounting. It has a new 
type construction slottcd end plate 
which facilitates casy removal of glass 
louver for maintenance and _installa- 
tion. 


912—Paramount Totelite 


Manufactured by Paramount Indus- 
tries, Inc., 111 Broadway, New 
York 6, New York 


Tore.irE, the first portable sclf- 
powered fluorescent cmergency and 
utility light, gives a bright gencral 
iiluminating light that covers an arca 
of approximately 180 degrees. It is 
powered by two 45 volt ““B” battcrics, 
using any standard make battery of 
size to fit case. 

The fact is emphasized that the 
‘Totelite is not a spotlight but is a 
full flooding light. Batteries will last 
approximately 30 hours of contin- 
uous burning: life of the 6-watt fluo- 
rescent tube is approximately 1000 
hours. 


62 


Manutactured — by 


909—Ideal ‘*Wire-Nuts”’ 


Ideal Industries, 
Inc., Sycamore, Ilimois 


installation, 
climinate 


lo sImMpPliry wiring 
“Wire-Nuts” completely 
the use of all soldering irons, friction 
or rubber tape, flux, solder, and torch. 
They can be used for roughing-in, 
hanging fixtures, and other clectrical 
wiring. 

The ‘“Wire-Nut” is a 
shaped spiral spring inscrt imbedded 
in a molded composition shell. It 
comes in five sizes and joins both 
solid and stranded — wire. The 
strength of a “Wirc-Nut’” joint of 
? No. 14 solid wircs and a No. 74 


conical- 


connector is 176 pounds against pull. | 


915—S & M Flood-Lites 


Manufactured by S & M Lamp Co., 
119 West Thirty-Sixth Place, Los 
Angeles 5+, Calif. 


TuEsE two gencral purpose I'lood- 
Lites, No’s. 852 and 872, are priced 
and constructed to meet the demands 
of residential lighting as well as for 
business and commercial purposes. 





More Product News| 


| On Page 102 











These Lites are designed to illu- 
minate narrow areas at home, in the 
store, or the factory, and No. 872 is 
especially suitable for spotlighting 
motor car show rooms. No. 852 pro- 
duces a medium bcam; No. 872, a 
narrow beam. Both Flood-Lites arc 
available with or without lens. 


916—"*The Wilson” 


Manufactured by Pittsburgh Reflecto: 
Company, Oliver Building, Pittsburgh 
ee, Fa. 


Tue A-4440 Pittsburgh pcrmaflec 
tor fluorescent luminaire, “The Wil 
son,”” is presented in the newly d 
signed “Presidential Scrics.”’ 

This luminaire features an cggct 
louver bottom which climinates dus 
in unit, shields tubes, provides glare 
less illumination. The 'uminaire can 
be surface or suspension mounted 
with Pittsburgh Reflector Hanger No 
AH-200 individually or continuous 
rows. 


it 
all 
t 


920—"La Boudoir” 
Mauufactured by L. J. Segil Co., 250 


1] 


West North Avenue, Chicago, III. 


A Frvor De Le original, the “! 
Boudoir’ fixture is of sparkling diffu 
ing glass, with a combination of thi 
colors—green tinted leaves, pas 
pink flowers, soft cream colored back 
ground sparkled with a sparkling | 
pattern. 

This two-light, 20-wati fluoresccn 
glass enclosed fixture is most usct 
in bedroom, dinette, sun parlor, ct 
It mounts flush to the cciling 01 
can be used with a 4” adapter. It 
25 inches long, 10 inches wide. 


} 
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LOW GCOS? 


CHOOSE THE LUMINAIRE THAT 
INSURES IT 


When it gets right down to selling lighting, it is not only a question of initial 
unit cost. Your customer wants his overall cost of light to be as low as possible, 
consistent with a good lighting job. What really counts is how much his total 


cost of lighting will have been after three, five or ten years. 


When you start figuring these costs and base your figures on 


the Curtis Twin SkyLux, you're on your way to an order. 


Because of its high efficiency, minimum cost of 
maintenance and long life, SkyLux will give 

more useful light per dollar than 

any comparable unit either flu- 


orescent or incandescent, 


A four-foot luminaire for either pendant or ceiling 

mounting as individual units or continuous lines. Uses s 

two 40-watt fluorescent lamps. High utilization; 90% lf oe INC. 

of output is directed downward. Finished Satin Gray pa 6135 WEST 65th STREET 

outside; reftectors finished Fluracite aes at : a ae 

—— ; \ CHICAGO 38 - ILLINOIS — 
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SOUTHERN REPRESENTATIVES: Mr. Hutson Colcock, New Orleans, La. ; Mr. W. T. Woods, Jr., 231 Healy Bldg., Atlanta, Ga.. Mr. F. H. Simme} 
103 Thomas Bldg., Dallas 1, Texas. 
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Inspectors to Meet 


Riinase of the 1946 edition ot th rder a IW ANE by | 
National Electrical Cod ll att G. ME Ro f Sheffield, A | 
more than usual attendance to th rorning session will includ 
18th Annual Mectin f the Soutl by Intern Pi B. ¢ 


crn Scction, International Association Fil f Oakland 
of Electrical Inspectors be held in ational Secretary V. H. ‘Tous 
the George Vanderbilt Hotel, at Ash Chicago. Reports \ be p nt 


iain at 9:30 AM on Monday, Octo by J. J. Siddall, TT. Hf. Robertson Co 


ber 14 I] | | 


The meeting will be called 





ville, N. C., October 14-16, 1946 yy the Southern Section secretat \ 
line tentative program includ ' MI. Miller, and chairman of the Ex 
number of feature speakers, but al I Committe 4 S 
lots the largest part of the meetin oth of Richmond 
to discussions of the Code and Arti Scheduled for discussion th 
cle Committee reports. [Local arrang Monday afternoon session arc Cod 
ments have been handled by a com irticles 210 and 22 by HH. N. ? 
mittce headed by C. ‘I. Johnson, suy f Atlanta; 230, by O. K. Colema 
crintendent of electric iffairs, Ashe Lafayette, Ind.; 2+0, by Ek. W. S 
ville ger, Milwaukee, Wis.; and 300, by TI 
Members and guests will begin H. Weber, New York City. ‘The 
registration on Sunday afternoon, sion will be concluded with an ad 
October 13. Registration will begin dress entitled “Rescarch and You, 
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GIVES FACTS FOR DESIGNING RATES 












SANGAMO DEMAND INSTRUMENTS 


To BE SOUND, rates must compensate for all costs, should develop 
profitable markets, should not be discriminatory, and should be applicable to 
loads widely varying in character. Best rate design is based on facts. Only 
measured facts are known facts. Sangamo Lincoln-Type Graphic Demand 
Meters provide accurate information as to the magnitude of demands, 
the time at which the demands oceur, and their duration. Other 
Sengamo Demand Instruments are available in an extensive 


linc—designed for your particular needs. 





TYPE CCW TYPE CCW 
{Portable} {Switchboard} 









Sangamo Lincoin-Type CCW Portable and Switchboard 
Graphics ore, respectively, top connected for temporary 
or test installations, and back connected fer panel 
mounting. 












TYPE COWS 


SANGAMO Fee 
ot the time:‘énd duration, as: 


ELECTRIC <i) COMPANY 


SPRINGFIELD ¢ ILLINOIS 
















Ee TT TO Sen Roe OR NE I a A he ame ee lal Tk 





ELECTRICAL SOUTH for SEPTEMBER, 1946 





beginning of the Wednesday morn- 
ing session by George HH. Welman, 
New Orleans, La. The program for 
Wednesday morning will also feature 
an address by II. M. Dreher, National 
Electrical Manufacturers Assn., New 
York City, on recent developments 
in armored cable, and a discussion 
of IAEI Membership Committec 
plans by J. S. Mahan, Chicago. L. 
B. McConaghy, of New York City, 
secretary of the IAEI Public Relations 
Committee, will discuss the reactiva- 
tion of that committee and its plans 
for the future. 

Code discussion will be completed 
at the Wednesday afternoon session 
and adjournment will follow the elec- 
tion and installation of new officers. 

Those planning to attend the mect- 
ing are urged to make hotel reserva- 
tions at the earliest possible date. 


Operating Principle 
Of COP Lamp Starter 


Atrnoucn the Sylvania Electric 
cut-out (COP) type fluorcscent lamp 
startcr has been recognized as a valu- 
able addition to a fluorescent acces- 
sory system, very little has been said 
about the operating principle of the 
cut-out mechanism. 

The mechanism, which is used to 
prevent a failed lamp from repeated- 
ly trying to start and thus ruinmg a 
good starter within a short time, is a 
separate unit from the starter iteclf. 
Actually the cut-out is a form of 
circuit breaker which can be used 


7 CRASS CLIP 


“~~ CERAM, SHIELD 


STARTER 


with a glow or thermal type of start- 
er, 

The mechanism of the cut-out part 
of the COP starter, manufactured by 
Sylvania Electric Products Inc., con- 
sists of a small nichrome wire resistor 
in a ceramic shield, and this sub-as- 
sembly in turn is enclosed in a_ brass 
clip. The upper end of the bimctal 
strip is formed into a latch desigucd 
so that a section of phosphor broiizc 
wie may be secured under it. ‘lic 
starting circuit is completed through 
the phosphor bronze wire and_ th« 
bimetal latch. 

During the normal starting cycle 
with a good lamp, the heat generated 
by the starting current in the resis 
tor clement is not sufficient to disturb 
the bimetal latch and since there is 
no current flowing through this re 
sistor except during the preheating 
period, the latch remains closed un 
der normal operating conditions. 
When a lamp fails, as cvidenced 
flashing, the repeated passage of th« 
starting current through the resistor 
clement gencrates heat which builds 
up in the ceramic shield and is then 
conducted away by the brass clip to 
the bimetal latch. Gradually this 
latch bends outward relcasing the 
phosphor bronze wire, thus breaking 
the circuit and cutting the failed lamp 
out of opcration. 

When the failed lamp is replaced 
by a new one, the button on the top 
is depressed, and the phosphor bronzc 
wire is inserted under the bimetal 
latch making the starter readv for not 
mal operation until another lamp 
fails. 

The design of the cut-out mechan 
ism is the result of a long and care 
ful testing program where all con 
ditions encountered in-service 
duplicated. It is, however, a preci 
sion device and as such must be han 
dicd with some care. 


WTC 


The diagram at the left shows the 
principal parts of the new cut-out 
(COP) type of fluorescent lamp 
starter. The wiring diagram below 
shows how the starter is connected 
into the lamp circuit, using con 
ventional ballast unit. 





Be 


IADIO INTERFERENCE 
CONDENSER —_ 


PHOSPHOR BRONZE WIRE 
Ma ws »_ BME TAL LATCH 
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Aluminum Conductors 
For Building Wires 


Posr-war shortages in the copper 
supply have brought proposals for the 
use of aluminum wire as conductors 
for insulated wires and cables employ- 
ed under the conditions generally coy- 
ered by the National Electrical Code. 
Sections 1109 and 3107 of the forth 
coming 1946 cdition of the Code re 
fer to the lower conductivity of alu 
minum. However, none of the provi 
sions of the Code as to dimensions 
of wires, allowable currents, tempera 
ture ratings of insulation, etc., wer« 
compiled or were intended to be ap 
plicd to products with conductor: 
other than of copper. Underwriters’ 
Laboratories, Inc’s. Standard for Rub 
ber-Covered Wires and Cables as 
sumes that conductors will be of cop 
per. 

Phe use of aluminum requires sp¢ 
cial consideration because of certain 
differences in properties and perform 
ances as compared to copper. Th 
following notes compiled by the Un 
derwriters’ Laboratories, make _ brief 
mention of several of thesc: 

Conductivity: The value of 84 per 
cent of that of copper specified in sec 
tion 3197 of the Code may be a 
cepted. 

Conductor Size: }’or the conducto1 
of branch circuits that are fused at 1 
amperes, No. 12 Awg aluminum wi 
should be used, instead of No. 14 
(On this account larger sizes of race 
ways may be necessary for the sam 
number of conductors. ) 

Many appliances and devices with 
binding screw type terminals do not 
readily accommodate a No. 12 B&S 
gauge wire and obviously, for branch 
circuits of greater current ratings, lat 
ger aluminum conductors will not b 
iccommodated by them. 

Mlectrolytic or Galvanic Effect: 
Most appliances and devices have cop 
per or brass terminals for wire connec 
tions. Because of the clectrolytic ef 
fect, aluminum conductors secured to 
such terminals may be severely ot! 
completely corroded by such contact 
between these dissimilar metals. ‘Ther 
is some field experience demonstrat 
laboratory tests con 
This effect 1: 
because of 


ing this and 
firm the possibility. 
a fundamental property 
the positions of copper, its alloys, and 
of aluminum in- the clectromotive 
scale. 

Moist atmospheres ac! as electr 
lvtes, especially near the sca-coast o1 
in “iniand” industrial arcas. Several 
of the occupancies listed in section 
3003 of the Code, wherein corrosion 
may be expected, involve conditions 
favoring the electrolytic cffect. 

(Continucd on page 114) 
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TO HELP YOU 
a LIGHT THE SOUTH 


sO QUATEY 


Pras 





The key to electrical expansion 
now and in the future is Adequate Wiring 
— adequate from the smallest building wires to the 
largest cables supplying power for an entire city. 
These Hazard Booklets are yours for the asking. 
Each will help you plan an Adequate Wiring pro- 
gram ... each is specifically designed to carry that 
plan through to successful completion by the selec- 
tion of proper, time-proved insulated wires and 
cables. Write today to The Hazard Insulated Wire 
Works, Division of The Okonite Company, Wilkes- 


Barre, Pennsylvania. 


GANZ ASD SE 


insulated wires and cables for every electrical use 
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Separate Set of Store Rules 
For Appliance Departments 


DerparRimMiNr svoreES often have 
saddled their appliance departments 
with an unnecessary handicap, in the 
opinion of Louis R. Sarazen. 

This handicap is the inconsistency 
of insisting that the appliance depart 
ment conform with all store rules, 
especially the rule specifying hours of 
work in a day. Ile points out that 
when department stores close, the 
appliance department is compelled to 
close, thus giving compctitors a 
chance at prospects turned away by 
the department store. 

So Mr. Sarazen, who is controll 
of The Fair, in Fort Worth, ‘Texas, 
conceived and sponsored the idea of 
an appliance department separated 
from the store proper and by this de- 
vice he expects to produce for ‘The 
Fair, a big volume of appliance busi 
ness. 

“Since the appliance department 
will be separated from the _ store 
proper,” he explains, “that depart 
ment can open earlier, close later, and 
thereby get in a longer day. 

“In my opinion, the thing largely 
responsible for stifling the appliance 
department in a department store was 
compliance with all store rules, includ- 
ing opening and closing. 

“If, in our appliance department, 


68 


we can stretch our working day from 
n the 


S:30 in the morning to 6:30 


] 
3 


evening, instead of 9:30 to 
can put in a ten-hour day and increase 
our sales possibilities by 25 per cent 
[here is also the possibility of stay 
ing open until 8:30 at night and 
thereby increasing our sales possibil- 
itics by 50 per cent. 

“If sales people in the appliance 
department are working on a com 
mission basis, I see no reason why 
this cannot be done.” 

here are other novel Sarazen 
sponsored policics for appliance met 
chandising in a department store, but 
le considered the separated depart- 
ment first in importance. 

Although at this writing ‘The Fair 
appliance center was near completion, 
there was no promise from contractors 
as to when it could be occupied. 


Novel Store Plan 


However, although unpretentious 
in size, being only 20 by +0 feet in 
over-all dimensions, it will be quite 
pretentious in attention value and will 
hug the side of The Fair building 
that towers above it. 

Mr. Sarazan says the small build- 
ing will be “so sparkling, fresh, and 
attractive that it will be a stellar at- 


U; ee 


traction in itself.” 

It will have a plain, yet modernistic 
cpen form of tile and plate glass with 
most of the effort at attention de 
voted to the inside, in a color schenx 
new and unusual accentuated by 
abundant light at night. <A_ light 
shade of green will be used on walls 
near the front and this green will bc 
come darker toward the rear. ‘Thx 
cciling will be in fuschia, or reddis 
purple, the idea that the ceiling wi 
be practically unnoticed, permitting 
concentration of attention on the pr 
ducts displayed. 

Mr. Sarazen does not remeimilx 
where, but in some magazine he sa 
a sketch containing the basic idca f 
the interior arrangement. He pers: 
ally outlined his ideas to the ar 
itech, who designed the walls so th 
they arc notched with a row of paix 
cach panel made to accomodat 
specific appliance. 

“Each notch, or alcove,” Mr. Sa 
zen explains, “is permancntly b 
for a specific appliance, so if the m 
ufacturer changes the measurem¢ 
ef his appliance, dimensions of 
corresponding alcove must 
changed. 

“But this arrangement scts 
cach appliance, all will face tow 
the front of the store, all of them 
be viewed from the street and 
one will be individually lighted fro 
an overhead, recessed spot 

“T am an enthusiast on adequ 
wiring and this little structure will! 
adequately wired for everything 
contains. ‘There are more than tl 
niiles of wire in the building. ‘I! 
will be 48 ordinary outlets and 
high-voltage outlets. ‘There will 
four sewer conncctions for individ 
drainage of washing machines, di 
washer, garbage disposal units 
air conditioning unit.” 

On a small mezzanine floor at 
rear will be two rooms for con 
model radio demonstrations, 
every cffort has been made to provi 
the best radio reception. From 
appliance sales department a 
shielded, two-inch cable, containing 
strand of numbcr 16 wire, leads t 
specially constructed shielded aeria 
installed on the nineteenth floor of t 
lair building. 

“What we are trying to do is 
our salesmen the most advantage 
and attractive facilities that engin 
ing can provide,” says Mr. Saraz 
“We believe we have done that, 
will have done it when our little plan! 
is completed, and that these arrange- 
ments will produce for us a big post- 
var volume, 

“The site for this sale center is 

(Continued on page 112) 
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ROSSLEY, Inc., recently completed 

a personal-interview survey of 
farm families of the 14 Southern states 
for The Progressive Farmer. 

Forty counties were carefully 
selected as truly representative of the 
entire farm population. Sampling was 
conducted to obtain accurate infor- 
mation on many factors important 
to every advertiser and advertising 
agency interested in the market 
potentialities of the Rural South. 

The results of this survey have just 
heen published in a 24-page booklet 
entitled ‘The Farm Family of The 
South Today’’. If you have questions 
regarding the Rural South, perhaps 
this booklet contains the answers. In- 
quire at any Progressive Farmer office! 


Questions: 


SIZE OF FARM AND HOME? OWNER? TENANT? 
TOTAL FARM INCOME? SIZE OF FAMILY? AGE, 
SEX AND EDUCATION? MAGAZINE READERSHIP? 
FARM MAGAZINE READERSHIP AND PREFERENCE? 


THE FARW FAMILY 


| 


THE SOUTH TODAY 


i a ee on ee ae ||| 
neta mrs fh az - 


CROSSLEY SURVEY. 1945 


The South Subscribes to The Progressive Farmer 


Advertising Offices: BIRMINGHAM 


AVERAGE NET PAID M O RALEIGH +» MEMPHIS + DALLAS 
1947 CIRCULATION ONE ILLI N NEW YORK + CHICAGO -: Edward S. 
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Townsend Co., SAN FRANCISCO, LOS ANGELES 
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‘lestinG the consumer demand for 
merchandise of known brand and qual- 
ity through the medium of key mer- 
chandise retailers in marketing areas 
on the eastern coast, among them 
Baltimore, Washington and Rich- 
mond, has yielded a wealth of infor- 
mation not only on the buying habits 
of the public in general but the buy- 
ing habits of consumers in the spec- 
ific areas tested, according to Oswald 
MacCarthy, eastern regional sales 
manager, Proctor Electirc Company. 

Consumers want quality merchan- 
dise and in the South it’s very evident 
that consumers are not easily swayed 
to accept a substitute. This was 
proven conclusively by the Washing- 
ton and Richmond tests when con- 
sumers refused to accept off-brand 
merchandise after the well-known 
brand advertised stock had been sold. 
The Proctor tests were reminiscent of 
prewar iron promotions, through the 
cooperation of Proctor distributors 
and key retailers who stored up mer- 
chandise until they had sufficient 
quantity to back up a promotion of 
this sort. The Proctor Champion 
iron was simultaneously advertised in 
local, newspapers on a given day by 


Consumer Demand Swinging Back 
To Known-Brand Merehandise 


the participating stores. ‘The pulling 
power of newspaper advertising was 
again demonstrated for that was the 
only advertising medium used and the 
response was tremendous. 

In most cities merchandise moved 
within an hour or two of the stores’ 
openings. In Philadelphia, the first 
city to hold the test, all Proctor irons 
which had been accumulated for the 
event by cooperating Philadelphia 
stores were sold within an hour after 
the stores opened, while at the same 
time irons of lesser or unknown 
makes remained on counters and 
and were frequently refused when of- 
fered as substitutes. The people of 
Philadelphia showed themselves to be 
discriminating buyers, anxious for 
quality merchandise and willing to 
wait longer for it, if necessary. 


Results of Tests in South 


In Washington, like Philadelphia, 
the merchandise moved fast. ‘The 
Hecht Company, one of Washing- 
ton’s leading department stores, sold 
its iron allotment in an hour and a 
half. Results at Lansburgh’s prompt- 
ed the buyer to say that he knows he 
could sell_all the brand appliances he 





When the Proctor iron promotion test was made at Miller & Rhoads Depart- 

ment Store, Richmond, Va., buying was constant throughout the day and 

irons moved in a steady stream. The store reported that off-brand mer- 

chandise was ignored by the a ee when known-brands were 
offered. 
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can obtain during the remainder of 
the year. Kann’s, doing one of the 
biggest housewares business in the 
city, reported a buying rush fifteen 
minutes before the store opened in 
which many women managed to get 
in via the employees’ entrance and up 
to the third floor where the appliances 
were to be sold. Good Housekeeping 
stores not only sold the complete al- 
lotment of irons but took actual or- 
ders and deposits for over 100 Proctor 
irons. 

Other cooperating Washington re- 
tailers, George’s Radio Company, Sun 
Radio, Lacy’s, Woodward & Lothrop, 
and McMann’s, reported _ gratify- 
ing results. During the survey few 
off-brand irons were sold and those 
only where price was a contributing 
factor. Where the price was com- 
parable to the Proctor iron ($10.+5) 
no off-brand irons moved. 

Baltimore proved an enigma. The 
same results: were expected there, but 
did not materialize. Stores participat- 
ing were The May Company, Blum’s, 
Leon Levi, The Hub, Hutzler’s, 
Hecht Brothers, Morstein’s, and The 
Hub Furniture Company. Merchan- 
dise moved slowly in most of them, 
but others disposed of it quickly. 
Stores which did not accept telephone 
oiders experienced a slow movement 
of stock. Those accepting telephone 
orders sold out sooner. 

The May Company, one of Balti- 
more’s leading department stores, ar- 
ranged a large display along the main 
aisle in the housewares department 
and prepared for a rush that never 
took place. Purchase of irons there 
required personal appearance and the 
irons moved so slowly even the sales- 
clerks were astonished. Perhaps the 
Baltimore climate was responsible for 
this lack of interest inasmuch as a per- 
sonal trip had to be made to the store 
on what has been reported as a very 
hot day. 

Another leading Baltimore store, 
The Hub, one of the Hecht depart- 
ment stores, maintained a single-item 
display and divided its stock of irons 
so that half were reserved for tele- 
phone orders and half for customers 
coming into the store. It is interest- 
ing to note that the telephone stock 
was sold in little over an hour, while 
the floor stock moved within three 

(Continued on page 110) 
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‘‘WEDGIE”’ WOOD SLOT WEDGES 


eee At Your Service, NOW! 


WEDGIE ARMATURE SLOT WEDGES offer these nine important 
features for faster, easier, more profitable, quality service: 

WEDGIES are made only of the finest well-seasoned straight- 
grained hard maple — are extra strong because of straight grain in 
stock — are held to extremely accurate dimensions to perfectly fit 
any standard slot — are processed in paraffin to remove splinters 
and provide a wax coating — come in all standard sizes and shapes 
to meet every normal need — slide quickly and easily in position 
due to wax coating — reduce waste and eliminate trouble because 
of precision manufacture — are low in price — and are available 
from stock immediately. 

WEDGIES are better because they are made better. A special 
hang-up sample card showing actual samples of WEDGIES that 
makes ordering easy is yours for the asking. 


Write For Your Sample Card Today 


AYLO TAYLOR FIBRE ... sese By Reputation! 


Taylor quality is built in — from processing of the finest rags, 
through every step of production under strict laboratory control 








——” until it is properly aged — to insure high dielectric strength and 
FIBRE AND unusually long life under all service conditions. 

OUENCL one Use TAYLOR BONE GREY FIBRE for slot wedges, spacers, tools 
and every other use requiring a hard, vulcanized fibre that won’t 
delaminate. 

Use TAYLOR RED FIBRE for every general need around the shop. 
Quick shipment of every order can be made from warehouse stocks. 
Samples and Prices Sent On Request 
FIBERGLAS" «+ Guarantee Dependable Jobs! 
Hm MG U.S. Pa OF, FIBERGLAS INSULATION prevents motor burnouts and 











ELECTRICAL IuSeLaTION failures— is not affected by moisture — will not burn on over- 
loads or high heat — cannot be attacked by most acid or vapors — 
will stand up under tough use — takes abuse longer without failure 
—has great mechanical strength and high dielectric qualities — is 
thin, light and flexible — saves space and is easy to handle in tight 
spaces. 

Use FIBERGLAS for all your best work — satisfy your most par- 
ticular customers — make all your jobs safe against failures. 

FIBERGLAS is carried in stock in tape, tubing, sleeving, cord, 
cloth and mica combinations. 


Write For Samples and Prices 


™ \ 


YEON INSULATION AND WIRES INCORPORATED 
sq) 2127 PINE ST. «+ ST. LOUIS 3, MISSOURI 


ATLANTA 3, GA. . HOUSTON 2, TEX. 


ELECTRICAL SOUTH for SEPTEMBER, 1946 











Send 
for Your Copy 
of the IWI 
Blue Catalog. 
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Display Showmanship 


AN INNOVATION in refrigerator dis- 
piay which was developed in the new 
major appliance department of Lam- 
mert Furniture Company, St. Louis, 
is two “permanent shadowboxes”’ 
which stand at the head of the stairs 
leading into the basement depart- 
ment. 

As pictured, the shadowboxes are 
built of bleached oak, 7 feet high, 5 
feet wide and + feet deep. Each is 
lighted with concealed fluorescent 
lamps, and contains one refrigerator, 
always in operation. A single price 


strip across the back gives informa- 
tion for customers. Many boxes will 


Right, one of Lam- 
mert’s ex-GI trainees 
examines a_bleached- 
oak shadowbox display. 
The unit displayed is 
illuminated by fluores- 
cent lamps. A single 
price strip carries th« 
sales message. Other 
hotos show views of 
the sales floor. 








be sold from these out-of-the-depart- 
ment displays without entering the 
downstairs section, according to John 
Hart, buyer. 
Prospects “lured” into the base- 
(Continued on page 108) 
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National Electric IP! Bus 
installation in this large 
plant assures easy ad- 
dition or relocation of 
machinery. 


* A flexible, electrical distribution system. 


* Plug in new machines anytime — without 
interrupting service. 

* Bus mounted so that “Plug-In” devices can be 
inserted from either side, or top and bottom. 


* Bus bar sizes may be changed, increasing 
capacities, using same housing and insulators. 


* “Plug-In” doors every 15'', side-staggering 
locates outlets every 7'2"'. 


INDUSTRIAL 


ie 


Approved by Underwriters’ Laboratories, Inc. 
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* Hanger bolts support bus independently 
of housing. 


* Rugged insulator assures long life. 


* Fireproof and dust-tight. 
National Electric 


PROOCOLCTS CORPOURATION 
Box 897 — Pittsburgh 30, Pa. 
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Sales Strategy 
That Sells the Farmers 


THE FARMER and his wife want a 
little attention from the electrical 
appliance dealer, thinks B. H. George, 


owner of the George Maytag & Appli- , 


ance Co., North Little Rock, Ark. 
They make up their minds slowly 
about buying, especially items as 
radically new to them as electrical 
appliances. They want the dealer to 
coddle them a little—to let them sense 
his friendship and his interest in one 
of their most important decisions. 

B. H. George gives the farmers 
the attention they like. The new 
building that houses the George 
Maytag & Appliance Co. was tailor- 
made for the farmer. While Mr. 
George was working on his plans, he 
visioned a store where farmers would 
like to stop and trade—where they 
would feel comfortable and complete- 
ly at home while they made up their 
minds slowly about what they wanted 
tc buy. 

There is something solid behind 
the slogan that Mr. George uses in all 
of his advertising, ““Make Our New 
Home Your Headquarters.” Rural 
people receive a welcome here that is 
unusual in a city store. By the side of 
the new George building, located on 
a thoroughfare that becomes an im- 
portant highway, is a large magnolia 
tree, close to the side walk, that 
shades a bench. Farmers use that 
old bench. Soon there will be a new 
one, made in Mr. George’s own home 
workshop. <A bench under a tree in 
town makes the farmer feel complete- 
ly at home, Mr. George believes. 

Inside the store, ice water and 
drinking cups are provided for the 
customer, as well as toilet facilities 
and plenty of seats, where customers 


can rest as long as they please. Often 
an entire farm family comes here to 
look at the new merchandise and talk 
it over among themselves. They do 
not want to be hurried nor high- 
pressured into buying. They want to 
look, ask questions, and then think 
about it all. Keeping them comfort- 
able while they are thinking is good 
salesmanship, believe Mr. George and 
his assistant manager, Miss Blanche 
Choate. 

Miss Choate has charge of floor 
sales and demonstrations. Believing 
that a store that wants to attract 
farmers must have an extraordinarily 
friendly atmosphere, she has made 
friendliness an outstanding part of 
her sales personality. 

When a customer has spent some 
time in the store, she never fails to 
ask, “Will you have some cold ice 
water?” In hot weather it is a hos- 
pitable gesture that never fails to 
bring a pleased smile from the farmer 
and his family, especially when Miss 
Choate attends the cooler personally 
and passes out the cups. Ice water 
to a farmer is often a novelty—a nov- 
elty that the George Maytag & Appli- 
ance Co. uses as a talking point for 
the new electrical refrigerator for the 
farm. 


Production Value Emphasized 


The first prominent appliance on 
display in the store is the giant farm 
freezer, where the farmer can store 
his home-killed meats and chickens, 
his milk, eggs, butter, and other pro- 
duce. Scarcely a rural person passes 
that big white box without touching 
it reverently. He wants it. His wife 
wants it. The cost is more than 
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$+#00, and a farmer thinks several 
times before spending so much. But 
the farmer thinks. Given time to 
reach an unhurried decision, he will 
figure out how many thousands of 
dollars can be saved by spending $400 
for a big deep-freeze unit for the farm 
home. 

Mr. George does not leave the far- 
mer entirely to his own slow decision. 
He prods him a little with mailing 
pieces sent to the rural mail box. 
Farmers like to receive plenty of mail. 
Most of them read every circular that 
comes. They read long letters that a 
city dweller would toss into the waste 
basket. They look at pictures. So 
Mr. George utilizes all the dealer 
helps supplied by the manufacturer. 

On the handsome store fixtures 
that Mr. George made with his own 
hands are displayed many items that 
the thrifty farmer needs—frozen food 
packaging, electric churns, batteries 
for radios, and a large assortment of 
small electrical appliances. 

When the flow of merchandise 
again becomes staple, he intends to 
promote appliances as never before. 
Salesmen will call on people in rural 
districts. But personal contact will 
never take the place of Mr. George's 
promotional efforts that get farmers 
into the store. He wants them to 
drive to town and do their shopping 
(Continued on page 106) 


B. A. George of the appliance 
company that bears his name in 
North Little Rock, Ark., has 
planned his store to attract and 
hold the trade of the farmers. 
Comfortable surroundings induce 
the farmers to make their head- 
quarters at his store while they are 
in the city. Displays are arranged 
with the farmers needs in mind. 
Below, left to right, an entire farm 
family look over an electric range; 
Miss Choate, assistant manager, 
shows a large farm freezer to a 
farmer’s wife; and a typical ex- 
ample of the hospitality that at- 
tracts the farmers: ice water and 
other conveniences. 














There goes the final gun . . . but the ball’s in motion! It’s a pass! The racing 
halfback cuts . . . scoops in the ball . . . side-steps a lunging tackle . . . and 
he’s over for the winning touchdown! 


But the Championship was really won on the training field . . . long before 
you saw it happen. There were endless hours of calisthenics, footwork, ball 
handling . . . day after day of blocking, tackling, kicking, passing, scrimmage 
. giving everything they had ‘til they had everything it takes fo win! 
PREMIER IS GETTING READY AHEAD OF TIME, TOO .. . with a 
triple-threat combination to get you ready for the competitive 
days ahead when vacuum cleaners will again have to be sold. 
Here’s the line-up: ONE—demonstration films, sales kits, anda 
novel, easy-to-take sales training manual that will qualify every — 
Premier salesman as an expert in selling the full line of Premier 
cleaners. TWO-—a variety of effective sales helps, including 
brilliant neon-fluorescent signs, colorful folders, self-mailers, 
novel on-the-spot displays, etc. And THREE—hard-hitting 
national advertising that takes advantage of the growing trend 
o “brand-name” buying, with 153,468,081 messages in 8 lead- 
ing magazines that are read by practically every one. of your 
customers! With this powerful One-Two-Three combination, 
you're bound to have everything you need to get set to sell! 














PREMIER VACUUM CLEANER DIVISION GENERAL @ ELECTRIC 1734 IVANHOE ROAD «+ CLEVELAND 10, OHIO 
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IN THE EARLY DAYS, keeping re- 
cords of business transactions was cal- 
led “bookkeeping.” Later on, book- 
keeping got so complicated and in- 
tricate that it came to be known as 
“accounting.” 

Then, someone developed a further 


phase of accounting known as “cost - 


accounting.” It, also, is sometimes 
quite involved. 

Recently, it was the writer's good 
fortune, after extensive investigation 
of the methods and experiences of 
successful contractors, to finally pro- 
duce what has been acclaimed by con- 
tractors, auditors and accountants as 
a system of accounting for contract- 
ors which is as simple as possible — 
yet one which gives necessary inform- 
ation, and which is stripped of all un- 
necessary complications. 

A vital section of this system deals 
with the “how” and “why” of keep- 
ing Job Cost Records. 

A Job Record, to be of any value, 
should show whether a profit or loss 
is made on a job, and where such 
profit or loss occurred. If the job is 
a big job, and long-drawn out, with 
a number of different operations or 
units, the contractor-dealer should 
know how he is coming out on each 
of the operations or units as the job 
progresses. 

This enables the contractor to size 
up the situation, from time to time, 
and change the “treatment” if the 
“patient” is not progressing profit- 
ably and properly. This has many 
advantages over waiting until the job 
is finished and then getting the bad 
or good “news.” 

After the job is done it is some- 





*Mr. Carson is comptroller of Tall- 
man, Robbins and Company, Chi- 
cago, originators of the Tarco sys- 
tem of accounting for contractors 


aad builders. 
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ccounting for Contractors 


3. How and Why of Job Costs 


By Guy M. Carson* 


In this third article of the series outlining a practical 
accounting system, attention is directed to the need for 
an accurate method of recording individual job costs 
and comparing these with the original estimated costs. 


times too late to do anything about 
it, whereas if you had “kept the 
score”, as the job went along, you 
might possibly have seen to it that 
money was made, or saved, and avert- 
ed any probable losses. 

On all jobs, the Job Record, when 
completed, should show all the direct 
expenses of that particular project 
and should be compared with the 
estimate. This gives the contractor- 
dealer a check, not only on his pro- 
duction, but on his estimating, and 
keeps him up-to-the-minute at all 
times. Such a contractor then, lit- 
erally “knows his business.” He 
knows where he is making his money, 
and where he is losing it, and can 
correct the bad situations. 

“Accounting” is knowing all the 
mathematics regarding a business, and 
has enabled many men to grow big. 
Lack of that knowledge has caused 
thousands of men to fail. 

You, in your business need to 
know the mathematical facts. If you 
know them and properly weigh them, 
they will tell you what you must know 
if you are to operate successfully and 
with profit. 

It is not enough to know only that 
you made, or lost, money on a job. 

You should know how you came 
out on your labor; how you came out 
on your sub-contracting; how you 
came out on your material; and last, 
but not always least, how you came 
out on your miscellaneous expenses. 
Sometimes, if overlooked or miscal- 
culated, miscellaneous items are the 
“straws” which “break the camel’s 
back.” In other words, they can eat 
up ALL your profits. 


How Do You Do It? 

This information can be had in a 
number of ways. Some methods are 
simple — and some so complicated 
that the contractor-dealer finally gives 


up in discouragement. Sometimes it 
takes so much time to get the infor- 
mation that it is out-of-date and the 
contractor can give it little attention. 
Sometimes it is inaccurate and the 
contractor loses confidence and gives 
up in disgust and says “Oh, to heck 
with such records,” and thereafter op- 
erates by guess. 

That’s the dangerous stage. You'll 
need a “rabbit’s foot” or a “horse- 
shoe” if you’ve reached that stage. 

Here are two illustrations of the 
right kind of Job Records: one is 
of a small job, and one of a large job. 
In my system both are handled ex- 
actly the same. The simplicity of the 
method illustrated appeals to most 
contractors. ‘To those who prefer, 
this system may be expanded easily 
into a more complete and detailed 
double entry system. 

Illustrated on page 78 is a small job. 
If you refer to last month’s article 
on “Cash Paid Out,” you can trace 
all entries of expenses from that re- 
coid to the above illustrated Job Re- 
cord, except wages. Wages are en- 
tered from the Payroll and the credit 
as shown above is from “Cash Re- 
ceipts.” 


Keeping the Job Record 


In keeping Job Records, each job 
or project should be given a number. 

If the job is small, you use the 
short form, which permits four jobs 
to be recorded on each sheet two on 
each side. If the job is a sizeable one, 
you use the larger one-job-to-a-sheet 
form. In the latter case, the estimate 
should be placed on the left-hand 
side of the page, for memorandum 
and comparison. All direct expenses 
are entered on the debit side of the 
Job Record sheet from your Cash 
Disbursement Book, and your Direct 
Labor from the Payroll Book. 

In the Cash Disbursements book 
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It’s brand new— 
The STAR 


Here’s the answer for many 
your needs. Provides all the ad- 


vantages of both fluorescent and 
indirect light plus simple, sturdy 
construction and easy mainte- 
ce. Checked and improved by 
testing. Unusually simple to 
handle and clean—just slide out 
Plaskon reflector section. No need 
to take unit apart. Ideal for office, 
drafting room or school. Plan for 


it on your next job: 


of 


nan 
pre- 





it’s new — THE WAKEFIELD STAR 
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BOOST YOUR SALES with a new approach to office lighting 


Over-ALL Lighting by Wakefield provides a new method for 
lighting office interiors and for lighting drafting rooms and 
schools. A method that makes for easier seeing and for more 
business for you! 

Designed to protect eyes against strain, the new Wakefield 
Over-ALL Lighting method spreads soft pleasing light over all. 
Your customers will like it because this new system is based on 
lighting results which mean comfort plus efficiency. 


to you — Wakefield equipment for Over-ALL light- 
ing has been designed to simplify your work . . . through easy installation, 
easy maintenance and long-lasting service im addition to top lighting per- 
formance. 
Ask your Wakefield representative to tell you how Over-ALL Lighting can 
work for you. The F. W. Wakefield Brass Company, Vermilion, Ohio. 


WAKEFIELD 
| } 
} 




































Figure 1. The Job Record 


The job record accumulates the cost of the job from 
Cash Paid Out and the Payroll Record. You will note 
that all jobs are given a job number and all direct ex- 
penses are keyed with this job number and thus entered 
on the Job Record sheet bearing that number. Cash Re- 
ceipts are handled the same way so the Job Record sheet 





shows both costs of job and the amount received for it. 
The column at the left on this side of the Job Record is 
for recording estimates and the corresponding column on 


the other side is for actual costs. By using this method, 
you can easily compare expenses with costs. And, in this 
comparison, provision is made for including your over- 
head, which is sometimes neglected. If your job is a small 
one, use the 4-jobs-to-a-sheet form. 



























(see previous issue) the Job Number 
has been placed in front of each direct 
job expenditure, so it is a simple mat- 
ter to transfer these charges to the 
corresponding job or project number. 
When entered on the Job Record 
sheet, the entry shows what the ex- 
pense was for. 

All receipts are entered to the 
credit side of the proper job record 
sheet from the Cash Receipts book. 
When the one-job-to-a-sheet is used, 
and the estimate copied on the lett 
hand side, it is easy to compare esti- 
mates with the actual cost, because 
they have been accumulated on the 
same page and you can tell how you 
are coming out on the job. 

If the job is a big one, the re- 
verse side of the Job Record sheet, or 
additional sheets, may have to be used 
to enter all costs. In this case, where 
there are numerous entries of expen- 
ses, a recap is provided on the back 
of the Job Record. Then, when the 
job is finished, or as parts of construc- 
tion are completed, the total cost of 
each operation is entered on the re- 
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cap and you get a detailed com- 
parison between actual and estimated 
costs. 

Where the short, or four-on-a-sheet 
Job Record is used, you simply recap 
the costs and enter them in the space 
provided on the left hand side for 
comparative purposes. (Sce_ illustra- 
tion). 

When the job is finished, be it 
large or small, the profit, or loss, can 
be easily determined by filling in your 
contract price and subtracting your 
expenses. And by all means, do not 
forget your Overhead expenses. They 
are as much a cost on each and every 
job as payroll or materials. 

Figure 2 shows typical entries for 
a Big Job. In this case the job is 
partially complete. <A recap of the 
cost of completed opcrations is made 
on the reverse side of the Job Sheet. 
(See Figure 3.) 

The operations which have been 
completed have been recapped and 
entered on the back of the Job Sheet. 
By making a comparison with the 
estimate, the contractor can see the 


discrepancies and since the job is in 
its early stages, he has an opportunity 
to do something about it. 

By recapping only those operations 
which have been completed, and put- 
ting these actual costs on the reverse 
side of the sheet and then folding 
the sheet over and comparing the act- 
ual cost with the estimated cost, as 
shown in Figure 3, you get a very 
illuminating picture. (Note: Noth- 
ing has been done with those opera- 
tions which are complete. ‘They will 
come later.) 

Assuming the job is one on which 
a price has been quoted, the contrac- 
tor has one of two alternatives, i. e., 
(1) he can absorb the loss; (2) he 
may attempt to get additional allow- 
ance for the excavating. No attempt 
is made here to recommend what 
course to pursue. The thing we are 
interested in is that the contractor 
knows at all times exactly where he 
stands — that is, he knows if he keeps 
a Job Cost Record of this type. 

Having such information in front 

(Continued on page 80 and 82) 
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SECURITY 
FRICTION TAPE 








epilS 10 BEAT tHE BAND 


Popular? You bet! Why? Because Security is straight-tearing... 
non-ravelling... highly dielectric...has great tensile 


strength. Its strong rubbery adhesive sticks and holds. 
SERVING THROUGH SCIENCE 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLE? CENTE2 + NEW YORK 20, N.Y. 
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Above, Figure 2 


Right, Figure 3 


The electrical contractor can run 
his business with surprisingly few op- 
erational costs if he is careful in mak- 
ing estimates. His costs of doing bus- 
iness are high, however, and careless 
and inaccurate estimates can cut into 
his profits. He should compare costs 
on completed jobs with original esti- 
mates. In that manner, he can be- 
come very accurate on his estimates 
and quotations. 

Why is it that many contractors do 
not do this? 

We believe it is because, when the 
average job is finished, the TOTAL 
cost is there, but the expenses are 
pretty much scrambled. It is hard 
to tell how much is labor and how 
much is material. 

The method suggested here makes 
this relatively simple. (See Figure 2 
and Figure 3): 

1. The estimate is put in the space 
provided on the Job Ledger Sheet. 

2. The costs are recorded in the 
regular manner on the Job Ledger 
Sheet. 

3. Recap of costs is put in space 
provided on back of Job Ledger Sheet. 

4. Comparison is made by folding 
over edge of sheet as in Figure 3. 
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One of a series of excerpts from the Hotpoint 
library of Planned Electrical Merchandising. 


5 
A 


RETAIL ADVERTISING is tailor-made for the job of targeting your appliance pros- 
pects. When housewives need a new appliance they know it, and start planning 
the purchase. That is the logical time to talk to such buyers about your line. 


As an example, direct your range ad straight at the woman who needs a new stove. 
Focus attention on the Hotpoint Automatic Electric Range with a large illustration 
that shows her what it looks like. Tell her what it does to make her work easier. . stress 
convenience features. End with an urge to action that will bring prospects into the store. 


To build a “selling” range ad, TARGET your prospects this way: 


1 Run a headline that says: “A new Hotpoint Automatic Electric Range 
Makes Your Cooking Job Easier.” Subbead says: ‘This Great New 
Range Cooks an Entire Meal for 8 People Automatically.” 


2 Spotlight an illustration showing smiling woman opening oven door 
to display a tempting oven meal. 


3 Use arrows to connect copy with features, such as: Timer Clock, Auto- 
matic Baking, Hi-Speed Broiler, Calrod* Cooking Units, etc. Explain 
clearly what each feature does to make her cooking easy, automatic 
and dependable. *Reg, U. S. Pat, Off. 


Use such an ad in your local papers —it will TARGET your range prospects 


Copr. 1946 Edison General Electric Appliance Co., Inc., Chicaxo 


“2a 











HOME APPLIANCES | 
Dependability Assured by 40 Years Experience 











EB PAMPUA: Hp 


Refrigerators Ranges Water Heaters Home Freezers Clothes Washers Fiat Plate ironers Clothes Dryers Dishwashers Dispesalls Cabinet-Sinks Stee! Cabinets 
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of him, he is in a position to conduct 

his affairs in a business-like way which 
means the profitable way. Perhaps 
if he does nothing else, he can put 
on a little pressure and effect a saving 
on some other operations, and still 
come out even with his originally 
estimated cost. 

On any major repair job, or in the 
construction of any building or en- 
gineering project, certain situations 
may be brought to light which, it 
noted, can be the means of improved 
operations and greater profits from 
future jobs. Possibly it is in the 
estimating of some phase of the work 
— possibly it is some method of 
handling materials, or perhaps a new 
idea presents itself regarding construc- 
tion which can be used profitably later 
on. These money-saving and money- 
making ideas should be jotted down 
at the foot of the page, where a 
special Memorandum, or Reminder, 
section is printed. 

Please note how, under ‘Remarks’ 
on the front of the Job Sheet, the 
memorandum which has been made. 
This contractor is going to have a 
complete record on this, and on other 
jobs when they are finished, conse- 
quently he is not apt to be caught 
a second time because he will refer 
to this job and be reminded of the 
situation here, which has made the ex- 
cavating cost him more than estima- 
ted. 


Don’t Neglect Overhead 


Notice also the percentage of ovcr- 
head expense, 25%, and the 10% 
which this contractor adds for profit. 
Again it should be mentioned that no 
recommendation is made as to the 
percentage you should use. You 
should add whatever pcrcentage is 
necessary to cover your cost of being 
in business — your overhcad. 

You should know what that per- 
centage is. Also, the percentage you 
add for profit is for you to decide. 

It is most encouraging to learn that 
contractors all over the country are 
becoming ‘“‘cost conscious” and are 
keeping better records. It goes with- 
out saying that any contractor who 
keeps a good set of records, and there- 
fore knows what his costs are, what 
his percentage of overhead is, and 
knows how he is coming out on each 
job, is bound to be a better business 
man and a better competitor than onc 
who operates by “hit and miss’” me- 
thods. 

In the whole scheme of things 
there can be no question but that 
accurate, yet simple job cost record 
keeping can do more and contribute 
more to successful contracting than 
almost anything else. For this reason, 
we believe this article and its illustra- 
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tions a most valuable, and worth- 
while subject. Moreover, any person- 
al opinions or questions on peculiar sit- 
uations on this subject are welcomed 
by the author, who may be addressed 
at 314 West Superior Strect, Chicago 
10, Illinois. 


“Put Everything in 
The Specifications” 


“PuT EVERYTHING in the specifica- 
tions and make all changes on paper” 
needs to be the guiding light for all 
electrical contractors, according to 
Norman Birch, owner of the Electric 
Shop, Camden, Ark. 

Recent experiences with short-form 
contracts and verbal agreements as to 
changes has caused Mr. Birch to 
change the rules and regulations of 
his contracting business. 

In the first place no workman is al- 
lowed to deviate from blueprint and 
specifications no matter who tells him 
to “put another outlet here.” 

The workman is required, however, 
to stop work at that point if to con- 
tinue would make adding the new 
change more expensive or more diffi- 
cult. 

Changes must be authorized by Mr. 
Birch and before he autherizes a 
change he obtains a signed request 
from the general contractor or archi- 
ect and owner. 

Now Mr. Birch requires a complete 
set of specifications on each job that 
he figures whether it is to be a time 
and materials, cost-plus or on a con- 
tract basis. 








Mr. Birch applies a little of his 
electrical technique in his own elec- 
trical shop. 








If the customer doesn’t want to go 
to the trouble and expense of a com- 
plete list in the specifications, Mr. 
Birch makes the specifications for the 
electrical contract and charges the 
time to the job. 

Worst offender in changing con- 
tracts, he has found, is the habit of 
adding outlets here and there through- 
out a new building. Usually when 
the bill has to be settled there is some 
sort of a disagreement because always 
more outlets have been added than 
the owner realized. 

So Mr. Birch is adding a line to his 
contracts which provides that all extra 
outlets ordered in addition to the 
number called for in the specifications 
are to be paid for at the rate indicated 
in the specifications. 


Advance Pricing Beneficial 


The way this works out, according 
to Mr. Birch, is that if all the conduit 
cutlets in the original specifications 
amount to four dollars each, then the 
contract calls for the same amount for 
each additional outlet ordered later. 
This advance pricing is important, 
Mr. Birch said, because it ends the ar- 
gument that the electrician was there 
anyway and that the outlet should not 
have cost as much as the others. 

Mr. Burch recently had a typical 
experience which caused the wiring 
contract to run several hundred dollars 
over the specifications and which re- 
quired a lot of conference time to get 
straightened out. 

The job involved installation of ex- 
plosion-proof lighting in a number of 
cold storage vaults. These were prop- 
erly figured along with the rest of the 
contract. Nothing could go wrong. 

When the cork for the insulation 
came it was found there would be 
cnough cork to insulate two more 
100ms and this required that the wir- 
ing in those two rooms be changed. 
The contractor figured that they could 
be lighted with germicidal lamps 
which were already in the contract but 
later found out that they would not 
give adequate illumination and so then 
told the electrical contractor to install 
cxplosion-proof equipment such as 
had been installed in the other rooms. 

Trying to settle the differences of 
cpinion between the general contract- 
or and the electrical contractor in such 
cases is a job for a Solomon. 

So Mr. Birch says it’s this way. 
“Put the request for additional equip- 
ment and wiring on paper and put a 
price on it before the wiring is done. 
Have it signed by the general con- 
tractor or the owner and there can be 
no question. It is proceeding to do 
work and furnish materials on a verbal 

(Continued on page 106) 
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When you say “BUCKEYE CONDUIT” 





you’re talking Wiring Safety 


F OR many years Youngstown “Buck- 
eye” has been the most widely used rigid 
steel conduit in the world. It is a standard- 
threaded, heavy wall conduit, properly finish- 
ed inside and out for maximum wiring pro- 
tection and efficient installation and service. 
In every respect it meets the rigid require- 
ments of the industry, as expressed in the 
National Electrical Code. More than a quar- 
ter century of service under the most severe 
conditions has demonstrated that it is 
thoroughly dependable. 





Monte Ich wmek A 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


OF -0:0:10)\ Maru .U OD Gaue-0\ pO up 40) ROD Gay 8 99h 
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So specify and install Youngstown “Buck- 
eye’ wherever you want positive wiring safe- 
ty. It is now available through leading dis- 
tributors in every industrial market. For their 
names and for other information on conduit, 
write, phone or wire our nearest District 


Office. 


Ask your distributor for: 
Youngstown Buckeye Conduit...Pipe and Tubular Pro- 
ducts...Sheets...Plates...Electrolytic Tin Plate...Coke 
Tin Plate... Bars...Rods...Wire...Tie Plates and Spikes. 

















NEWS of the INDUSTRY 





I.A.E.L. Conference 
To Be in New York 


Tue Astor Hore, New York City, 
will be the scene of the Ileventh An- 
nual Conference of the International 
Association of Electricai Leagues. 
This 1946 convention will extend 
over three days—October 2 to 4, in- 
clusive, it was announced by V. W. 
Hartley, of Los Angeles, president. 
W. G. Hills, managing director, of 
the Electric Institute of Washing- 
ton, is chairman of the Program Com- 
mittee of the I.A.E.L., with R. Neu- 
muller, New York; J. A. Morrison, 
Philadelphia and R. T. King, of Tren- 
ton, New Jersey, as the other mem- 
bers. 

In developing the program for the 
conference, it is contemplated that 
the first day will be devoted to a 
dramatization of the conference theme 
of electrical interdependence, and 
what the national associations are do- 
ing in the furtherance of the idea. 
The second day’s discussions will be 
concerned with past activities of and 
future opportunities for management 
problems of league exccutives and 
I.A.E.L. elections of officers and oth- 
er association business. 

A luncheon meeting of the Elec- 
trical and Gas Association of New 
York will be scheduled in conjunc- 
tion with the opening day of the 
meeting. 

All interested in the clectrical lea- 
gue movement are cordially invited 
to the gencral sessions. 





Gibson’s New Plant 
Nears Completion 
A RECENT additicn to the list of 


expanding manufacturers of Atlanta 
is Gibson Manufacturing Company, 





SCOUTS SEE LAUNDRY DEMONSTRATION—Girl Scouts, members of a 

junior home-making class on electricity and its uses, watch a demonstration 

of the Bendix automatic Home Laundry by Mrs. Lydia Pope, home service 
adviser of the Florida Power Corporation, St. Petersburg. 


manufacturers of fluorescent lighting 
fixtures, whosc new plant, is fast near- 
ing completion. 

The Gibson plant is a modern one- 
story building with approximately 10,- 
000 square feet of air cooled, daylight 
working area. The layout of the plant 
has been planned to speed up assem- 
bly and the handling of the company’s 
products and the latest type machi- 
nery will be used to make this one 
of the South’s most modern as well as 
one of the largest assembly plants for 
the manufacture of fluorescent fix- 
tures. 

The Gibson Manufacturing Com- 
pany, one of the oldest manufacturers 
of fluorescent fixtures in the South, 
has been operating at its present ad- 
dress, 132 10th Strect, N. E., for over 





An artist’s sketch of the new Gibson plant in Atlanta, Ga. 
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four years, and has supplied thou- 
sands of modern fixtures to electrica! 
distributors throughout the South. 





Small Motor Production 
High at Westinghouse 


WestincuousE Electric Corpora- 
tion’s production of small motors— 
the power plants for home appliances, 
machine tools, and consumer appaia- 
tus—stands today at 33 per ccnt 
above the 1941 peacetime peak and is 
expected to further increase until 
February 1947 when the maximum 
production from present facilities will 
be reached, C. C. Shut, division man- 
ager, Lima, Ohio, announced. 

A program of expansion: expending 
at least $2,000,000 for new manu 
facturing equipment, redesigning of 
assembly lines and expansion of floct 
space; hiring new workers to bring 
the total employment <o twice the 
peak pre-war figure; and expanding 
assembly lines to step up production, 
is already underway in an effort to 
mect the needs for more motors. 

Experience in mass pioducing pre- 
cision equipment for the Armed For- 
ces has resulted in improved manufac- 
turing techniques. Additional ma- 
chine tools of special design are in 
use and_ straight-through assembly 
lines have been put in. The use of 
infra-red for drying and baking has 
cut the time required for these op- 
erations in many cases from 12 to 
















Day-Brite fluorescent fixtures are optically engineered 
The NIZ-AID ’ sien 


For ceiling or suspen- to make seeing comfortable...In the VIZ-AID, patented 
sion mounting—unit 
or continuous instal- a . 
lation. Designed for V-shaped ALZAK louvres evenly distribute glareless light. 
two 40-watt lamps. 
U. S. Patent Nos. 
D-138990, D-14364I Doy-Brite Lighting, Inc., 5435 Bulwer Avenve, St. Lovis 7, Mo. 
— others pending. Nationally distributed through leading electrical supply houses. 

In Conede: address all inquiries to Amalgamated Electric Corp., Lid., Toronto 6 Ont. 
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Oem A Touch were WTS 7 


NO UFT—NO TILT—NO TWIST 





— the light... 


then I knew PROCTOR had 
anew Deluxe VVER-L//7/ 


There they were! Those handsome, eye-catching Proctor De- 
luxe Never-Lifts! . . . “Baby,” said I to myself, “This is some — 
dream.” But imagine my surprise . . . it was no dream. The 
Proctor Deluxe Never-Lifts are actually on the way. 

The Proctor Deluxe Never-Lift is an exclusive, streamlined 
pushbutton iron with a headlight plus all the other Proctor 
Never-Lift features ... Even Heat, Cool Legs, Fabric Dial, 
Speed Selector, Built-in Cord. 

The Never-Lift’s sales story is easy to tell—in fact it almost 
tells itself. 


: NEWSMAKER 
? h 0 CTO R IN APPLIANCE 
| MERCHANDISING 


‘PROCTOR ELECTRIC COMPANY, PHILA. 40, PA. 





2 hours. Spot and arc welding are 
being used extensively, saving addi- 
tional time. 

The company estimates that 90 per 
cent of orders during the next five 
years will be industrial—motors made 
for manufacturers that use them in 
their products. Less than five per 
cent of the division’s dollar volume 
now is going toward development of 
military and naval equipment. 





Lighting Engineers 
Meeting in Quebec 


SIx TECHNICAL and two general 
sessions are scheduled for the 800 
delegates attending the Annual Con- 
vention of the Illuminating Engineer- 
ing Society, September 18-20, at the 
Chateau Frontenac, Quebec. 

Following an address of welcome 
by Lucien Borne, Mayor of Quebec, 
the Society’s president, A. F. Wake- 
field, will address the members. Lee 
E. Tayler will give the general secre- 
tary’s annual report, and President- 
elect G. K. Hardacre will present his 
aims for 1946-47. 

Twenty-eight technical papers arc 
scheduled for presentation in six ses- 
sions, one of which is devoted exclu. 
sively to the Progress Committee re- 
port. E. D. Tillson, committee 
chairman, will present this dramatic 
review of the year’s achievements in 
the art of illumination. The other 
technical sessions will include papers 
grouped under Residence Lighting; 
Quality of Lighting; Special Lighting 
Applications; Interior Lighting; and 
Sources, Spectrum and Photometry. 





Manual Offered As 
Merchandising Aid 


A MANUAL, “Establishing and Op- 
erating an Electrical Appliance and 
Radio Shop,” prepared by Donald S. 
Parris and released by the Depart- 
ment of Commerce recently, states 
that the Nation’s rural districts are 2 
relatively unexplored source of bus- 
iness for dealers in electrical equip 
ment, appliances and radios, while in 
most cities the field is over-crowded. 

Of the 2,500,000 farms connect- 
ed for electric service at the begin- 
ning of 1944, 1,750,000 today are 
potential customers for modern water 
systems, 500,000 for electric milkers, 
and 700,000 for electric milk coolers. 

Farm homes offer a tremendous 
market for radios, as well as for elec- 
trical zppliances of all types, the man- 
ual points out. 

The Nation’s farmers can use an 
estimated $4,000,000,000 worth of 
electrical equipment and appliances, 
including wiring and installations im 
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600 VOLT A.V.C. 
STRANDED CONTROL 
CABLE 
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SBESTOS VARNISHED CAM 


600 VOLT A.V.C. 
POWER CABLE 





CONTROL CABLES 


Widely used in steel mills, foundries 
and boiler rooms, this multi-conductor 
cable assures safe operation of electric 
cranes, signal apparatus, etc. 




























The same imperishable rock fibre to which POWER CABLES 
many an aircraft fire fighter owes his life For continuous operation at high tem- 


peratures in power plants, mines, steel 
protects Collyer A.V.C. Cable under con- mills, etc, under severe conditions. 
ditions where. ordinary insulations fail. Available in single or multi-conductor 


for voltages up to 7500. 


Today, newly developed non-toxic resin impregnat- 

ing compounds and new methods of manufacturing RHEOSTAT WIRES 
and testing give Collyer A.V.C. Wires and Cables ibaa tiieeiaites otiimniie 
additional assurance of unfailing service under the the high operating temperatures of 


electric ranges, rheostats and control 
panels. Furnished with copper, monel 
or nickel conductors. 


most difficult operating conditions. 


Let us know your requirements. 





RHEOSTAT WIRE 
(ALL“ASBESTOS) 


INSULATED IRE CO. 


Southeastern Sales Representative 
FULWILER & CHAPMAN 
Atlanta, Georgia 
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| ELECTRIC 
RANGE UNITS 


For Replacement on any Make 
or Size Electric Range 


You'll find profit and pleasure in recommending 
CHROMALOX Triangulars to your customers. They 
i in a jiffy without muss or fuss and they give 
you a good mark-up and fast turn-over. 

There is plenty of sales punch in CHROMALOX 
Triangular Range Units! They provide instant heat 
. . . long and dependable service . . . and make 
cooking really enjoyable to housewives. 

Extra Volume and Extra Profits are yours when 
you feature CHROMALOX Triangulars for range unit 
replacements. For full information, write for Cat- 


alogs CF-145 and L-1023-A. 


on new ranges and for replacements 


CHROMALOX 


i oe 


means ELECTRIC Cooking at Its Best 


EDWIN ie Se eT 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 


c. B. 


100 


iu 


P’tree St., 


Atlanta, Ga.; CO., 2711 Commerce St., 


ROGERS .E., ; L. R. WARD 
Dallas 1, Tex. ; 982 M.&M. Bldg., Houston 2, Tex.; W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C. 
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the next 10 years, according to the 
Department of Commerce. 

Converting this potential demand 
into actual sales largely depends on 
the dealers’ ability to develop selling 
methods specifically designed to ap- 
peal to farm customers. The ma- 
nual suggested that sales techniques 
should show the farmer how the use 
of electricity can increase his output 
and save labor. 

A servicing and repair department 
is especially important to successful 
operation of an appliance and radio 
shop. 

Suggestions are made _ regarding 
choice of location, analysis of the mar- 
ket, and other factors concerning the 
establishment of an electrical appli- 
ance and radio shop in the United 
States. 

The manual includes a general dis- 
cussion of buying, supply sources, sales 
promotion, display, and record keep- 
ing for an electrical appliance and 
tadio shop, as well as separate chap- 
ters on selling repair services, major 
appliances, and table home appliances. 

“Establishing and Operating an 
Electrical Appliance and Radio Shop” 
is the thirteenth in a series of booklets 
on establishing and operating various 
kinds of small businesses. 

Copies of the manual may be pur- 
chased from the Superintendent of 
Documents, Government Printing Of- 
fice, Washington 25, D. C., or from 
the Department of Commerce field 
office, for 35 cents. 


Nat'l Electric Enlarges 
Rigid Conduit Department 


THE FIRST PROJECT in the postwar 
plant expansion program of Nation- 
al Electric Products Corp. is rapidly 
approaching completion. 

The rigid conduit department of 
the Ambridge, Pa., plant has been 
substantially enlarged. ‘This has pro- 
vided the adequate floor space need- 
ed for the new machinery required to 
meet the postwar demand for larger 
quantities of rigid conduit. 


First Section Completed 
Of Electromaster Plant 


Comp etion of the first section of 
the modern new three-quarter million 
dollar plant of Electromaster Inc., 
manufacturers of electric ranges and 
automatic water heaters, in Mount 
Clemens, Michigan, is announced by 
R. B. Marshall, president. 

Now, occupying this section is the 
enameling, assembly, and shipping 
divisions of the company. Still under 
construction are the steel stamping 
division and the general office build- 

















EDGAR E. DAWES & CO., ERNEST T. LOYD, 
C. C. SCHOEN, W. H. BERRY CO., GLENN & 
LARSON, HENRY W. CLOWER, HOPPER & 


McCOY, L. MORRIS LANDERS CO. 
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It will pay you to have your Switchboards and Panels built by an 
organization with such exceptionally wide experience in this special 
field . . . Pelham has planned and produced electrical control equip- 
ment for numerous Utilities and large Industrial Corporations, and 
for a wide variety of others—Theatres, Hotels, Schools and Colleges, 
Churches, Hospitals, Penitentiaries . .. for hundreds of vessels, 
various types ... for planes, trains . .. for the War Department 
and other Federal branches . . . Ordering from Pelham assures you 
of (1) Exceptional Service; (2) Highest Quality Standards; (3) Un- 
usual Cooperation—and deliveries when promised. 


PELHAM ELECTRIC MANUFACTURING CORP., ERIE, PA. 


John G. Pettyjohn LL. Morris Landers Industrial Equipment Co. 
P. O. Box 395, 315 Walton Bldg. 6823 Navigation Blvd., 
Knoxville, Tenn. Atlanta. Ge . Houston, Tex. 
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ELLED QUALITY 
SWITCHBOARDS * PANEL BOARDS * SWITCH GEAR AND ACCESSORIES 
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ings. These departments will remain 
in Detroit until their buildings are 
completed. When the entire new 
plant is completed, production capac 
ity of the company will be increased 
nearly three times that of the former 
three building plant. 

Constructed by The Austin Com- 
pany, the new plant is one of the most 
modern in the industry. 

The company introduced straight 
line assembly methods to the electric 
range industry 17 years ago. The new 
plant is completely conveyorized for 
even greater efficiency. Approxi- 
mately one-half mile of conveyor sys- 
tems feed raw parts to the enameling 
division, then to the drying ovens and 
furnace. The feeder lines are syn- 
chronized with the assembly line con. 
veyor. This modern conveyor system 
eliminates much handling and truck- 
ing of material inside the plant and is 
designed for maximum production. 





Southwestern Announces 
Large Rate Reduction 


THE LARGEST reduction in rates 
ever made to customers of Southwest- 
em Gas and Electric Company, 
Shreveport, La., was announced re- 
cently. The new low rates became 
effective in August in Arkansas and 
Louisiana and in September in Texas. 

Savings of approximaiely $1,000, 
000 annually will be realized by the 
customers of Southwestern. The 
amount of the customcr’s monthly 
saving as a result of this rate reduc- 
tion will vary according to his use of 
electricity and the type of service re- 
quired. Reductions, however, will 
be substantial in every instance. 

Reduced rates were approved by 
the Arkansas and Louisiana public 
service commissions. These commis- 
sions have charge of establishing and 
approving rates in these two states. 
In Texas rates are approved by the 
various city councils. New ate 
schedules must be filed with each of 
the cities in Texas which wil] result 
in the rates becoming effective in 
that state one month after Arkansas 
and Louisiana. 

“Southwestern Gas and Electric 
Company is proud of the fact that it 
is possible to put lower rates into ef- 
fect when almost every other item in 
our cost of living continues to go up 
in prices,” said Frank M. Wilkes, 
president. “It speaks wel! for the effi- 
cient and loyal work of all of our 
employees and for the management 
of the company. Lower rates are 
really earned by the people and by the 
company. Greater use of electricity 
together with more efficicnt operation 
of the company makes lower rates 
possible. 
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¢ Whatever your lighting requirements, Graybar caré 
impartially recommend the exact lighting equipment 
for your particular needs from the most complete selec- 
tion of lamps and lighting units available from any one 
source. . 


For general or local illumination — indoors or outdoors 
— Graybar can provide you or your electrical contractor 
with the latest, most suitable lighting units, matching G-E 
lamps, wiring, transformers, and ballasts. Near you there’s 
a Graybar Lighting Specialist who can facilitate their 
selection and application to solve any illumination prob- 


eds as well — wiring supplies, power apparatus, outside- 
struction materials, ventilating equipment, tools, com- 


ri¢ Gompany, Graybar Building, New York 17, N.Y. 


4693 


IN OVER 90 PRINCIPAL CITIES 





Yay 
Venewalle 


YOU'RE ALWAYS RIGHT... YOU 
CAN'T ASSEMBLE IT WRONG! 


ROYAL-NOARK 


FUSE 





THEM ALL AND 


S37 YOU'LL CHOOSE 


/ Via 
ofuiaily WIRE 
CARTRIDGE and PLUG FUSES 
* CHRISTMAS LIGHTING SETS 


TROUBLE LIGHTS 


ROVAL-NOARK! 


CORD 3675 
FUSTATS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 
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Names in the News 








Merrold S. Johnson has been nam- 
ed manager, advertising and sales pro- 
division, 


motion Edison General 





Merrold S. Johnson 


Electric (Hotpoint) Appliance Co., 
Chicago. He comes from Arnold 
Schwinn Co., Chicago manufactur- 
ers of bicycles. 
* xe 

Joseph H. Ward, exccutive vice- 
president of Noma Electric Corpora- 
tion, has been assigned new respon- 
sibilities as sales director and super- 
visory officer for six divisions and 
ten subsidiaries in the toy, doll, de- 
corative lighting, and allied fields. 





Joseph H. Ward 


In announcing the executive’s in- 
creased duties Henri Sadacca, Noma 
president, pointed out that Mr. Ward 
has been with the Noma organiza- 
tion for the past 19 years, having 
been made a vice-president in 1938 
and executive vice-president in 1945. 
% % 


Bob J. Kuzell, illuminating engineer, 
who was formerly with the General 
Electric Company, Nela Park, Cleve- 
land, Ohio, is now serving whole- 
salers in Georgia, Alabama, Tennes- 
see, South Carolina, and Florida as 
a manufacturer’s representative. 
Under the name of Bob Kuzell & 
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that pays for itself 
in cost reduction 


Pe YE 


TRUMBULL ELECTRIC 
FEEDER DISTRIBUTION SYSTEMS 


In exactly the same way that accidents, road blocks and costly maintenance plague the 
highway department when a road system is inadequate—so do plant managers pay for 
inadequate electrical power distribution. 

Machines cannot efficiently operate at less than their rated voltage—overloaded lines in your 
plant mean costly patching of your distribution system—MoNngy Out Or Your POcKET. 
Your inadequate distribution system is no doubt making you pay now for a full-powered, 
low-cost Trumbull Feeder Distribution System. 

Trumbull Buss-Wa Systems (main feeders) Flex-A-Power (branch feeders) and 
Control Centers (motor control distribution) are available to you NOW. 

Write directly to Trumbull Electric Mfg. Co., Plainville, Conn., for further 

information. 


THE TRUMBULL ELECTRIC MANUFACTURING CO. ¢ PLAINVILLE, CONN. 


Other Factories at NORWOOD, OHIO + LOS ANGELES * SAN FRANCISCO * SEATTLE 
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MALLORY 











Mallory MSG Capacitor:— Small, 
compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions. 


Necessary leads, 
lugs, screws, and 
nuts are included in 
each box for any 
type connectors. 


Mallory Type ‘P"’ Ca- 
pacitor:—Plastic case 
overcomes moisture ab- 
sorption problems, and 
provides maximum in- 
sulation. May be used to 
replace cardboard in- 
sulated aluminum-case capacitors. Splash- 
proof plastic end cap and simplified ‘‘snap 
on" mounting bracket available when ca- 
pacitor is used as original equipment. 


Distributed by 


INSULATION AND WIRES INCORPORATED 


SAINT LOUIS 3, MISSOURI 


BOSTON 20, MASS. DETROIT 2, MICH. ATLANTA 3, GA. 
HOUSTON 2, TEX. BLUEFIELD, W. VA. NEW YORK 7,N. Y. 


SITTLER COMPANY 
CHICAGO 7, ILL. 


H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN. 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. e SAN FRANCISCO 7, CAL. « SEATTLE 4, WASH. 
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Company, 202 Haas-Howell Bldg., At- 
lanta, his organization specifies engi- 
neered lighting equipment manufac- 
tured by HoldenLine Company, 
Cleveland, Ohio, and LiteControl 
Corp., Watertown, Mass. 

The Kuzell organization is especial- 
ly equipped to submit engineering 
lay-outs and lighting specifications for 
high speed, precision manufacture, 
fine inspection, and accurate color 
matching. 

* - 

The appointment of Howard L. 
Clary as general sales manager of the 
Norge division of Borg-Warner Corp. 
has been announced by M. G, 





H. L. Clary 


O’Harra, vice-president and director 
cf sales. Mr. Clary was formerly as- 
sistant sales manager. 

At the same time, Mr. O’Harra an- 
nounced the establishment of four 
new regional headquarters in New 
York, Atlanta, Chicago, and Los An- 





Dean Spencer 


geles. Dean Spencer has been ap- 
pointed manager of the Atlanta 
region. 

Mr. Clary’s latest appointment is 
one of several promotions which have 
marked his offiliation with the com- 
pany following resignation from the 















IMPROVED 


INSULATION 


GREATER 
CURRENT-CARRYING 


CAPACITY 


CRESCENT INSULATED WIRE & CABLE CO. Trenton, W. J. 


ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
NEW ORLEANS, LA., Paul Hogan, Jr., 305 Levert Building 
RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 
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War Production Board in Washing- 
ton a year ago. On July 1, 1945, he 
joined the company’s factory organ- 
ization as regional manager, was ele- 
vated to promotion manager, and 
then to assistant sales manager. He 
has been in the appliance business 
since 1927 and associated with the 
sale of Norge products since 1929, 
with the exception of three years as 
a WPB executive. 
* * * 

O. T. (Tom) Jenkins, who has 
represented The Wiremold Company 
of Hartford, Connecticut, in Texas 
and Oklahoma for the past 25 years, 
has retired, D. Hayes Murphy, presi- 
dent of the Company, has an- 
nounced. 

Mr. Jenkins has been succeeded 
by Wynne Snoots, of Dallas, who, 
after leaving college in 1922, became 
a partner in the Kirby-Snoots Elec- 
tric Company. In this connection, 
Mr. Snoots covered Georgia and Flor- 
ida, calling on jobbers, utilities, in- 
dustrial plants and contractors. 

For eight years, Mr. Snoots rep- 
resented the Arrow-Hart & Hegeman 
Electric Company of Hartford, Con- 
necticut, in the Southwestern terri- 
tory, starting as a salesman and later 








becoming district manager in charge 
of sales and a branch factory stock, 
covering Texas, Louisiana, Mississippi, 
Western Tennessee, and Arkansas. 
In 1938 he purchased an interest in 
the Nelson Electric Supply Company, 
of Dallas, becoming vice-president 
and sales manager. He was com- 
missioned in the U. S. Signal Corps 
in January, 1943, and was released 
from active duty on February 14, 
1946. 

Mr. Snoots will retain the offices 
Mr. Jenkins long occupied in the 
Second Unit, Santa Fe Building, 
Dallas 2, Texas. 

Walton T. Woods, Jr., has taken 
up his duties as Curtis Lighting rep- 
resentative in Atlanta. The Atlanta 
territory includes Georgia, South 
Carolina, and parts of Florida and 
Alabama. 

Mr. Woods comes to Curtis from 
the U. S. Navy, where he served over 
3 years as assistant to Officer-in- 
Charge of Procurement, Electrical 
Secton, Bureau of Ships. He was 
honorably discharged with the rank 
of Lieutenant Sr. Grade in March, 
1946, and has since been in training 
at the Chicago headquarters of Curtis. 





Announcement has been made by 
M. N. Brady, vice-president of sales, 
National Enameling and Stamping 
Company, of the appointment of 
Vernon S. Mullen, Jr., as manager ot 
Advertising and Sales Promotion. 

Mr. Mullen has been with the 
NESCO organization in the capacity 





Vv. S. Mullen, Jr. 


of assistant advertising manager since 
his return from service with the 
Army Air Forces in October 1945. 
In his new position Mr. Mullen 
will direct advertising and sales pro- 
motion activities for all divisions. 
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News from the South 





Mobile, Ala.—Specializing in light- 
ing, signalling, ventilation, heating, 
appliances, and electrical tools, the 
Jules L. Brana Co. has opened of- 
fices and warehouse at 10 S. Com- 
merce St. Jules L. Brana, proprie- 
tor, was formerly connected with the 
Tumer Supply Company where he 
was manager of the electrical depart- 
ment for more than 18 years. The 
new business is strictly wholesale. 

* * & 

Montgomery, Ala. — A_ two-story 
building is being constructed at 639 
South Decatur by J. G. Beale, for 
the sale of household appliances, ven- 
tilating fans, paints, and light hard- 
ware. 

* x ca 

Pine Bluff, Ark.—With Walter M. 
Hale as manager, a new electrical 
appliance store has just opened for 
business here. It is operated by the 
Jefferson Electric Company. 

x * & 

Little Rock, Ark.—A refrigeration, 
air-conditioning, and supply depart- 
ment has been opened by N. O. 
Nelson Company, 521 East Mark- 
ham. 

* oe x 

Orlando, Fla.—Mr. and Mrs. Sam- 
uel Plisco, owners and operators of 
the Fair Store here, have recently 
announced its opening at a new loca- 
tion, 10 West Church Street. The 
move from the Fair Store’s former lo- 
cation at 52 West Church was made 
to gain additional space for display- 





Adequate wiring ideas have come 
to Bay Minette, Alabama, and the 
new Bryant Electric Company, 
owned by B. F. Bryant, is making 
sure that no one forgets it. To 


meet the needs, Mr. Bryant has 
a new building 25 by 120 feet 
with 25 by 75 feet in front de- 
voted to the display of electrical 
appliances. The remainder is used 
for shop, where repairs, wiring 
material, and tools are kept. Mr. 
Bryant has been making a drive 
to provide wiring for unwired city 
and farm homes. 


ELECTRICAL SOUTH for SEPTEMBER, 1946 























SILV-A-KING FLUORESCENT LIGHTING UNITS 
FEATURING A PORCELAIN-ENAMEL FINISH THAT INSURES 
LIFETIME HIGH REFLECTIVITY . . . LOWERS MAINTE- 
NANCE COSTS BY REDUCING “CLEANING TIME” . . . 


Next time you're considering lighting fixtures, 
get the ‘inside story’’. Look inside the fixture 
. . . If it's snowy white, gleaming, with a hard 
lifetime surface that's been fired on at 1600° 
Fahrenheit . . . chances are you're looking at a 
SILV-A-KING unit. That's important to you from 
an efficiency-production angle, for it means 
more and better illumination . . . nearest to nat- 
ural daylight. It's vital, too, from a maintenance 
viewpoint, because a quick ‘‘once-over" with a 
damp cloth leaves the reflector surface as bril- 
liantly bright as the day It left the firing ovens. 
For all the facts on SILV-A-KING 


fluorescent units osk for a copy 
of Bulletin #45FS. 
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Lighting equipment 
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C. C. Schoen, 289 






t Representative in the Sc 
Simpson St., N. W., Atlant 
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trical appliances, and personal gifts. 
x x * 


Tampa, Fla.—H. W. Meadows and 
Ralph FE. Robison have entered a 
partnership in the electrical contract- 
ing business, known as Meadows & 
Robison Electric Company, 1206 
Grand Central Avenue. 

* * % 

Tampa, Fla.—The Floridan Appli- 
ance Company, of which C. I’. Henry 
is owner and manager, has opened in 
its new and modern location at the 
corner of Cass and Marion streets. 
Charles E. Henry is general manager 
of the firm. 

* * * 

Albany, Ga.—At an estimated cost 
in excess of $4,000,000, the Georgia 
Power Company will build a 45,000 
kilowatt steam-electric power plant on 
the Flint River about 10 miles south 
of Albany, according to an announce- 
ment made by Edwin M. Clapp, vice- 
president and Columbus division 
manager of the Power Company, and 
C. M. Herrick, Albany district man- 
ager. 

According to present plans, the 
new plant will be completed and 
ready for service by July 1, 1948. 


ing the lines of home equipment, elec- 








The new display room of Scruggs Electric Co., 1860 Union Ave., Memphis 
11, Tenn., who recently added lighting fixtures to their business, is shown 


here. 


The company has been in the electrical contracting business for 20 


years, and A. M. Scruggs has announced that they will now carry residential 
fixtures, crystal chandeliers, porch brackets, post lights, and small appli 


ances. 


A feature of the display room is its facility for showing 150 lighted 


fixtures. 


It will serve Southwest Georgia, 
will contain two units, each consist- 
ing of a 22,500 kilowatt turbo-gen- 
erator with the individual boiler and 
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HUB RESIDENT 


Ask for HUB’S ENGINEERS 
Condensed Catalog ARE LOCATED 
No. 945 IN 

e Ete Luminous RICHMOND 
@ Flush, Surface and JACKSONVILLE 
See | 
—<_e NEW ORLEANS 
@ Fluorescent Troffers WASHINGTON, 

@ Exit and Directional D.C. 
Signs 

@ Stage Lighting and 
Switechboards 











HUB ELECTRIC COMPANY 


2219-29 West Grand Avenue © 


The BEST in 


COMMERCIAL 
OFFICE and 
INDUSTRIAL 


LIGHTING 


. . . designed, engineered 
and manufactured by HUB 


Architects, consulting engineers, 
jobbers and contractors will find 
HUB’S condensed catalog No. 945 
a most interesting presentation of 
lighting equipment used in the 
most modern of today’s lighting 
installations . . . in stores, offices, 
drafting rooms, banks, schools, 
office buildings, restaurants, etc. 
Write for your copy. 


Chicago 12, Illinois 
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accessory equipment. Their com- 
bined capacity of 45,000 kilowatts 
is the equivalent of 60,000 horse- 
power. 

* * * 

Douglas, Ga.—Lonnie A. Pope has 
opened the Douglas Electrical Appli- 
ance Co. here on South Peterson Ave. 

* * * 

Norton, Ks. — Announcement is 
made of plans by the Quenzer Appli- 
ance Co. for the opening of a new 
electrical appliance store here in the 
near future. The concern has pur- 
chased the building at 220 East 
Washington St., and it is to be re- 
modeled. ‘The Quenzers now have 
stores at Osborne, Stockton, and Hill 
City. 

“ x * 

Wichita, Ks. — M. L. Porter has 
been appointed manager of the new 
Mid-Town Appliance Company, 
which recently opened offices at 211 
South Broadway. Mr. Porter had 
previously been connected with the 
Kansas Gas and Electric Company 
for a number of years. 

x * x 

Ashland, Ky.—Layne & Williams, 
for two years past exclusively an elec- 
tric contracting concern, has now 
gone into the electrical appliance 
business in a new location at 140 
Fifteenth Street. Owners are A. I. 
Williams and H. T. Layne. 

* * & 


Paris, Ky. — Santen’s home appli- 
ance shop and sporting goods store, 
owned by Henry Santen and his bro- 
ther, B. J. Santen, has opened at 415 
Main Street. 














Three fan-forced Arvins (Models 
103, 203 and 203A) are the best 
known and most widely used cir 
culating heaters for bathrooms, 
bedrooms, guestrooms, game- 
rooms, trailers, camp cottages, 
bath houses, offices, ticket booths 
and for hair drying. Built beauti- 
fully, with many sales features at 
three low prices. Operate on 
110AConly. Underwriters’ Listed. 








This Arvin Radiant Heater (Model 
52) serves as a portable electric 
fireplace. You'll sell it for homes, 
offices, stores, ticket booths and 
many other places. Long element 
spreads heat over wide area, 
from brilliant corrugated refiec- 
tor. Operates on 110 AC or DC. 
Beautitully built and finished. 
Priced low to sell fast. Under- 
writers’ Listed. 


7% R V q N is the name on products of experience from 
NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 
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Be ready to cash-in on Arvin advertising 
to your prospects in all these leading 
national magazines 


ORDER NOW from your Arvin distributor to be sure of an adequate stock for 
the big selling season ahead. Remember . . . these are the beautifully built, 
proved dependable heaters that perform so well. And they are priced so low 
they turn over fast. Big Arvin national advertising campaign this Fall and 


Winter, in leading magazines. Be ready for sure profits with Arvins. 








Clamps available in three sizes for 
Cable diameters of 1/0 te 1,500,000 


EFFICIENCY jaw aS 
CABLE STRAIN-CLAMP By actual test, the EFFICIENCY Cable Strain 


Clamp will withstand a = = inf aed 
; 17,000 nds without permitting the cable to 
Ree Stands Direct Pull of —— slip. This powerful grip results from the 
17,000 Ibs. before cable  EFFiciENCY Clamp's "H" design, incorpo- 
e rating a high ridge across the center of the 
slips! cable channel and a U-bolt at each end. 


Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 
struction . . . which may be clevis or eye, 
according to your requirements. Both styles 
are furnished for A.C. or D.C. service, 


Write today for your copy of EFFICIENCY 
Catalog No.38B . - - contains complete 
construction and application data on all 
EFFICIENCY Devices. 
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EPARABLE SOCKET TYPE 


“RIM STANDARD DOME PORCELAIN ON STEEL 
“ABolite” REFLECTORS 


Quality that meets every lighting requirement has always 
been the watchword of “ABolite” Reflectors. They are 
recognized throughout the lighting field for flawless con- 
THREADED NECK TYPE struction, durability, ease of installation and maintenance. 


A few of the standard types are shown. The complete 
“ABolite” line includes other types for outdoor use, pro- 
tective lighting, sports and parking areas, filling stations 
and sign lighting. For every application where high 
efficiency with porcelain on steel enameled reflectors and 
FORMED N floodlights is required. 

— ABolite Reflectors are sold exclusively 


through electrical wholesalers. Catalog 
for specifications sent on request. 


142 
Bolt 





GLASS-STEEL DIFFUSER 
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EASY DETACHABLE TYPE 
ELLIPTICAL ANGLE 


THE JONES METAL PRODUCTS CO., West Lafayette, ro 
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Lakes Charles, La. — The Lacalo 
Company, located at 624 Ryan 
Street, has been incorporated with a 
$22,500 capital, and will deal in elec- 
trical euipment and household appli- 
ances. W. J. Dunn is president of 
the new firm; A. L. Boussard, vice- 
president; and Frank R. Swain, Jr., 
secretary-treasurer. 
3% * 3K 

New Orleans, La. — Charles G. 
Staubitz has leased a site at 4116-4126 
South Carrollton Ave., and will build 
a home appliance and hardware store. 

an * * 

Itta Bena, Miss.—W. T. Williams 
and his son, Curtis, are opening an 
electrical appliance and furniture 
store here in a remodeled building. 

cd ~ * 

Kansas City, Mo.—Jack McDowell 
has recently purchased an interest in 
the Moore Electric Co., located at 413 
W. 75th St. He will have compicte 
charge of all radio sales and service. 
H. E. Moore is the other partner in 
the business. 

x * x 

Stewartsville, Mo.—Sellars Brothers 
and John Spencer recently bought the 
A. F. Gantz Building on the east side 
of Main St. The new owners are 
planning to carry a line of plumbing 
and electrical supplies. They will 
also do all kinds of building contract- 


ing. 
* Ok 


Raleigh, N. C. — The Stephenson 
Appliance Company, featuring a com- 
plete line of electrical appliances, 
electric refrigerators, ranges, water 
heaters, etc., and a complete line of 
commercial refrigeration and air con- 
ditioning units, has opened for busi- 
ness at 225 South Wilmington 
Street. C. H. Stephenson, Jr., is in 
charge as manager. 

“Because of enlarged activities of 
the music and appliance departments 
in the present location at 121 Fay- 
etteville Street, and because of the in- 
ability to obtain materials with which 
to enlarge the present store, it was 
decided to move the appliance de- 
partment,” Mr. Stephenson explain- 
ed. 

“At the new site consisting of two 
stories and basement, the depart- 
ment will have 5,500 square feet of 
floor space,” he added. 

x * * 

Muskogee, Okla.—The Geheb Elecc- 
tric Co., 413 West Okmulgee Ave- 
nue, owned and operated by K. L. 
Geheb will be better equipped to 
serve customers when the remodeling 
and repairing project now underway is 
completed. The firm is being enlarg- 
ed from a 25 foot front to a 50 foot 
front. The motor repair and rewind- 
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ing division, located in the back por- 

tion of the building, also is being en- 

larged to provide more room and a 

sort of production line repair service. 

The company does all types of elec- 

trical repair work. 
bs bd * 

Oklahoma City, Okla.—‘The Indus- 
trial Electric Company, Inc., has been 
chartered here with a capital stock of 
$30,000. Incorporators are G. PF. 
Erlich, W. H. Hoch, and J. J. 
Reeves. 

Spartanburg, S$. C.—A new retail 
cutlet for electrical appliances, radios, 
etc., is the Graham-Turner Appliance 
Co., occupying a new building at 116 
North Converse. 

Sumter, S. C.—Revill & Doby, Inc., 
has been granted a charter to repair 
and sell electrical household equip- 
ment. J. A. Revill is president and 
Earl J. Doby, secretary-treasurer. 

% * Xe 


Knoxville, Tenn.—Serve-All Appli- 
ance Company, 2309 North Central, 
has just opened a service department. 
John W. Trent, well known to the ap- 
pliance trade, is manager. 

* x & 


Nashville, ‘T'enn.—A new appliance 
sales and service store, B. B. Johnson 
Appliances, Inc., 803 Gallatin Rd., 
has been granted a charter of incor- 
poration. 

* ¥ * 

Dallas, Tex.—J. G. Hailey & Asso- 
ciates have purchased the W. M. 
Smith Electric Co., 3024 Commerce 
Street, it was made known by Mr. 
Smith, founder and owner. ‘The com- 
pany will continue to operate under 
the same firm name, it was said, and 


ae {iy 


[ OMOHUNDRO aE 





The Omohundro Electric Com- 
pany, of Charlottesville, Va., re- 
cently occupied large new quarters 
at 400-402 Market Street. Carl 
Omohundro, who established the 
business approximately 10 years 
ago, moved into smaller quarters 
during the war because no major 
appliances were available. T. J. 
Peck is associated with Mr. Om- 
ohundro as partner, and A. T. 
Omohundro will be store manager. 
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YOU DON'T HAVE TO KEEP 
YOUR FINGERS 
CROSSED... 
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You can sell Electresteem 
Portable Steam Radiators 
with confidence based on 
their long record of satisfac- 
tory service. Electresteem is 
the original Portable Steam 
Radiator, universally ac- 
claimed by Dealers and 
users for dependable, trou- 
ble-free performance. 
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ELECTRIC STEAM RADIATOR CORP. 
DETROIT 8, MICHIGAN 
Electric Steam Radiator Company of Canada, Ltd Windsor, Ontario 























SWITCH AND RECEPTACLE PLATES 


Made of pure aluminum with lacquered satin finish suitable 
for every type of commercial use. Other plates are obtainable 
in beautiful baked wrinkled enamel in brown and ivory colors. 


Order ALUMINEX plates in the 





following numbers: 
AS-1 “‘Aluminex” Single Gang Switch Plate 
AS-2 “Aluminex” Two Gang Switch Plate 
AS-3 “Aluminex” Three Gang Switch Plate 
AR-1 “Aluminex” Duplex Receptacle Plates 
Write for catalog page showing 
complete line today. 
Sold only through Electrical 
Wholesalers. 


Sales Office: 79 West Peachtree Place 
N. W., Atlanta, Ga. 
Plants: Savannah and Marietta, Ga. 











Leading manufacturers of lighting fixtures use and recommend 
“ADVANCE” Ballasts for QUIET operation, high efficiency 
performance, low replacement cost and long life. “AD- 
VANCE” Ballasts are streamlined for easy installation in 
fixtures and are approved by Underwriters’ Laboratories. 


AovaAnce TRANSFORMER CO. 


Cable Address: ADTRANS 
1112 W. Catalpa Ave. Chicago 40, Ill., U.S. A. 
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Mr. Smith will remain to assist in the 
Inanagement. 
3K ~* aS 
Dallas, Tex.—Henry Gable has been 
elected president of the Northeast 
Texas Chapter of the National Elec- 
trical Contractors’ Association, to 
succeed James L. McClune, who has 
held the position for the past three 
years. J. M. Cockrell was re-named 
treasurer of the chapter. 


Norfolk, Va.—Capitalized at $50, 
000, Nor-Rich Distributors has been 
granted a charter by the State Corpor 
ation Commission to deal in sound 
equipment, electrical appliances, _ra- 
dios, etc. Frances Gittleman is presi- 
dent of the new corporation. 

x OB * 

Richmond, Va.—Industrial Refrig- 
ciation, Inc., has just been organized 
with capital stock of $25,000 to en- 
gage in business as_ refrigeration 
and insulation contractors. EK. 'T. 
Gresham is president. 

K or *K 

Roanoke Va.—\Vith James Leonard 
as proprietor, Leonard Electronic 
Supply Company, a firm wholesaling 
radio parts and sound equipment, 
has opened for business at 106 
North Commerce Street. 

3K of ok 

Huntington W. Va. — Landreth’s 
Garage has added a complete clec- 
trical appliance department in a new 
building at 406-408 Adams St. 
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923—Leader Kitchen Light 


Manufactured by Leader Electric 
Manufacturing Corp., 6127 North 
Broadway, Chicago 7, IIlinois 





PARTICULARLY adaptable to modem 
kitchens is the new fluorescent light- 
ing installation which is Leader’ 
Model G L 240. The installation is 
hung as a double section, flush to the 
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ceiling. It contains two +0-watt bulbs 
enclosed with white ribbed glass to 
give a soft, cool light with a modified 
louver for proper diffusion as well as 
a dust and insect eliminator. The 
unit is finished in silver gray enamel 
with chip proof white reflectors. The 
dimensions are 48%” jong, 10%” 
wide, 7%" high. 

The unit is popular as a light com- 
mercial fixture used in schools, stores, 
offices, etc. 


917—The Kitchener 


Manufactured by Smithcraft Lighting 
Division, Chelsea 50, Mass. 





Tus NEw fluorescent lighting unit, 
known as the Kitchener, is designed 
primarily for the kitchen, but is adapt- 
able to many other interiors. The 
unit is designed in today’s streamlin- 
ed styling, and is finished in white 
baked supercoat enamel, with polish- 
ed aluminum trim and end caps. 

The fixture is precision-made, with 
riveted construction for greater 
strength. All parts are easily accessi- 
ble with everything at fingertip. Two 
20-watt lamps are used and produce 
ample glare-free lighting. 


913—Series No. 140 Lamps 


Manufactured by Lighting Products 
Inc., Highland Park, IIlinois 





Serres No. 140, two, three, and 
four lamp fluorescent fixtures are de- 
signed for surface or suspension 
mounting, individually or in con- 
tinuous runs. An exclusive stream- 
lined canopy covers the outlet box, 
and the reflector is easily removable 
for simplified hanging and servicing. 
Write for Bulletin No. 390. 
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There’s an 


ANNDERSON MAN 


+ 


~ NEAR YOU— 


..- Keep in touch with him! 


Sales representatives for Anderson Connectors for Sub 
Stations, Transmission and Distribution work are located 
in strategic points throughout the country—ready to give you good 


service no matter where you are. 


of consultation on your connector problems. 


These men are capable, and worthy 


Be sure to consult the Anderson man nearest you (see list below) 
before making decisions on connector jobs. 


BIRMINGHAM, ALA. 


| DETROIT, 


Commonwealth Prod. Co. | 


1722 Ist Ave., North 


BOSTON, MASS. 
George A. Wright 


| 
| 
} 
| 
! 
} 


813 Chmbr. Comm. Bldg. | 


Me., N.H, 
Conn., and R. I. 


BUFFALO, N.Y. 
Bert A. Hansen 
56 Arlington Place 


Cent’l and West’n N. Y. | 


CHICAGO, ILL. 
Frank L. Frable 
122 S. Michigan Ave. 
No. Ill., Ea. Wisce., 
NW. Ind. 


CINCINNATI, O. 
L. J. Gregory 
505 Peoples Bank Bldg. 
Cincinnati, Dayton 


CLEVELAND, O. 
Richard H. Cox 
1514 Prospect Ave. 
Ohio 


DALLAS, TEX. 
L. R. Ward Company 
403 Southland Life Bldg. 
Texas, Oklahoma 


DENVER, COLO. 
Paul A. Douden Company 
1645 Wazee St. 
Colo., Wyo., New Mex. 








Vt., Mass., | 





INDIANAPOLIS, 


MICH. 
Koehler-Pasmore Co. 
8316 Woodward Ave. 
Mich. and Toledo, O. 


DES MOINES, IA. 
Midwest Equipment Co. 
908 Grand Ave. 

Iowa 


HOUSTON, _ TEX. 
L. R. Ward Company 
932 M & M Bldg. 
(Branch of Dallas) 


IND. 
J. E. Nelson 

424 Peoples Bank Bldg. 
Indiana 


JERSEY CITY, 
T. B. Dally 
26 Journal Square 
No. N.J., Ea. N.Y. 


N. J. 


LOUISVILLE, KY. 
J. E. Nelson 
209 Builders Bldg. 
Kentucky 


LOS ANGELES, CAL. 
Industrial Engineering & 
Equipment Corp. 

712 Subway Term. Bldg. 
So. Cal., Ariz., So. Nev. 


OMAHA, NEB. 
Midwest Equipment Co. 
1112 Farnam St. 
Nebraska 


BIRMINGHAM |, ALABAMA 


| PITTSBURGH, PA. 
H. E. Burns Company 
Investment Bldg. 

W. Pa., No. W. Va. 


PHILADELPHIA, PA. 
Bra-Bon Electric Co. 
Lewis Tower Bldg. 

Ea. Pa., Md., So. NJ., 
Virginia 


| SAN FRANCISCO, CAL. 
Waltham, DeWitt & Krusi 
632 Monadnock Bldg. 
No. Cal., No. Nev. 


SEATTLE, WASH. 
D. H. Lundin 
820 Skinner Bldg. 
Wash., Oregon 


SHREVEPORT, LA. 
Southwest Sales and 
Service Company 
310 Com. Nat'l Bank Bldg. 
Miss., La., Ark. 


ST. LOUIS, MO. 
J. W. Ward 
5579 Pershing Ave. 


Ea. Mo., So. Ill. 





ANDERSON 


BRASS WORKS, INC. 


HAVE YOU received your copy of the new 
ANDERSON CONNECTOR MANUAL? 
Your Anderson Representative has one 
for you . . . call or write him today. 


SS 













ays better! 


Easier... Faster... 
Neater... Safer... 
More Craftsmanlike... 
Lower Cost... 


IDEAL 
WIRING DEVICES 
oO 


LUGS, solder and solderless— 
high grade pressed copper. 
(2) FISH TAPE, REEL AND PULLER 
ends tape breakage, kinking. 
‘““WIRE-NUTS” The Modern 
yy Solderless, Tapeless Wire Con- 
nectors. 
“E-Z" Hand Type Wire Strip- 
pers for stripping solid or 
t 4} stranded wires. Also complete 
line of hand, foot and electri- 
cally operated Wire Strippers. 
ay BX Armor Cutter cuts 2- or 3- 
wire No. 12 or No. 14 cable. 
SPLIT BOLT CONNECTORS 
make permanent or temporary 
6) solderless connections. SERV- 
ICE ENTRANCE CONNEC- 
TORS ALSO AVAILABLE. 


Distubund Through, 
AMERICA’S LEADING WHOLESALERS 









Suniel ons Cease Lorn si 


1017 Park Ave., Sycamore, III. 


Sales Offices in all Principal Cities 





fo ois eee 








*COLOVOLT 


Cold Cathode—Low Voltage 
Lighting 
and here’s what they say: 


“Lower maintenance cost—longer main- 
tenance of a given foot-candle level—greater 
dependability because of guarantee (One 
year of light guaranteed, except for failure 
due to breakage )—instantaneous starting— 
no flickering—continuous line lighting.” 
These extra advantages are available to 
commercial and industrial users of light 

ON See = AOE when installations are made with COLO- 
VOLT Cold Cathode, Low Voltage Fluorescent Lamps and Fixtures, 


Write for illustrated material and technical data. 
a * Trade Mark Registered U. 8. Patent Ottice 


GENERAL LUMINESCENT CORPORATION 


CHICAGO 5, ILLINOIS 





680 S. FEDERAL STREET 


922—The Star 


Manufactured by The F. W. Wake- 
tield Brass Co., Vermilion, Ohio 





ELECTRICAL SOUTH for SEPTEMBER, 1946 























Tue Srar, a luminous indirect light- 
ing unit, is the newest approach in 
fulfilling the twofold objective of 
over-all lighting—an even distribution 
of light intensity all over the room, 
and the elimination of spheres of 
brightness contrasted with interven- 
ing dark areas. 

Each 4-foot Star section utilizes 
two 40-watt fluorescent lamps which 
are accessible from the top of the 
reflector. Single rooms and corridors 
often can be adequately illuminated 
with a single unit. [Illustration shows 
how reflector is inserted. ‘The mold- 
ed reflectors and end caps are made 
of Plaskon. All visible metal parts are 
finished in satin aluminum. 





919—Wiley “Spots” 


Manufactured by R. & W. Wiley, 
Inc., Dearborn & Bridge Sts., 
Buffalo 7, N. Y. 





Wirey “Spots,” new commercial 
lighting equipment, afford increased 
lighting intensity when it is needed, 
or blend incandescent color values 
with fluorescent. In the latter appl 
cation, the equipment is especially 
valuable in accentuating featured mer 
chandise or displaying it in true color. 

“Spots” are incandescent spot light 
ing fixtures adapted for GE spot o 
flood lights and designed both for 
inclusion in a fluorescent lighting sys 
tem and as individual units. They 








may be inserted at intervals in com 
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tinuous run installations, or set at in- 
tersections or corners of fluorescent 
fixture installations. 

Furnished in three models to be 
used with Wiley Niagara, Niagara 
Beam, or Troffer fluorescent fixtures, 
“Spots” are equally adaptable to han- 
ger installation or recessed into false 
ceilings with a 634” head room. 





Hise Electrical Sedin 





1000 Electric aie 
Diagrams and Tables 


The Educational Advancement Com- 
pany, Lakewood, New York. Price 
$7.25. 


ELECTRICIANS, motor repairmen, 
and maintenance men will find this 
book a complete, practical encyclope- 
dia of reliable information on all types 
of electrical motors and controls. 
Nearly every type of connecting dia- 
gram for fractional horsepower, two 
phase, three phase, and direct current 
motors is contained in this book. All 
standard circuits, as well as new spe- 
cial types of variable speed, multi- 
speed, dual-voltage, and capacitor mo- 
tors are included. 

Hundreds of selected tables that 
the electrician needs in his daily work 
are given and methods of rewinding 
and reconnecting each type of motor 
for changes in speed, voltage, phase, 
and frequency is covered in a practi- 
cal manner. 





Industrial Electric Control 
Industrial Electrical Heating 
Switchboards and Panelboards 


By E. S. Lincoln. Published by 
Duell, Sloan & Pearce, Inec., 270 
Madison Avenue, New York 16, N. 
Y. Illustrated. Price, $3.00 ea. 


TueEsE Books by E. S. Lincoln arc 
additional volumes in his Essential 
Modern Electrical Series. 

In the book entitled “Industrial 
Electric Control,” the fundamentals 
of control by resistance, reactance, 
electronic means, and switching are 
described in the simple and straight- 
forward text which is illustrated with 
over 200 diagrams and photographs. 

“Industrial Electrical Heating and 
Electrical Furnaces” discusses resist- 
ance, infra-red, and induction heating, 
together with instructions for the se- 
lection, operation, and installation of 
all heating units. 


“Switchboards and  Panelboards” 
covers every phase of the construction, 
Operation, and maintenance of switch- 
boards, panclboards, power switches, 
metal-enclosed, truck, demountable 
withdrawal, and rigid types of switch 
gear. 
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FERRULE TYPE 


Prevent 
Fuse “Patlures 
Due ta 


BLADE 
TYPE 





Manarch douse eno WRENCH: 


Users. of pianerch Renewable Fuses BARS: 
ore provided with this ingenious 
h . . . designed to fit 
“nuts on any and all 
pa of our” 


Pe gh Ceo 


MONARCH FUSES Are 
Available Through RECOGNIZED 
WHOLESALERS 


SET TTT Ty 


MONARCH FUSE CO., | 


136 E. FIRST ST., JAMESTOWN, 


RENEWABLE 


Fuses 











Luminous Tube Lighting 
By H. A. Miller. Published by 
Chemical Publishing Co., Inc., 26 
Court St., Brooklyn 2, N. Y. 143 
pages, illustrated. Price $3.50. 
ELECTRICAL engineers, contractors, 
and students can acquire, through 
this book, an up-to-date knowledge of 
all available types of electric lamps 
other than metallic filament or gas- 
filled bulbs. It will appeal, also, to 
physicists and research workers, not 
only in the fields of design, develop- 
ment and manufacture of luminous 
tubes, but also in those of vacuum 
and gascous types of electronic tubes. 
This practical book explains the un- 
derlying principles of the luminous 
tube, discusses the materials and 
equipment involved, and _ describes 
each of the discharge tube light sour- 
ces. Many data on design and manu- 
facturing are listed. 





Put Everything in 
The Specifications 
(Continued from page 82) 


and easily misunderstood and forgot- 
ten agreement that causes all the 
trouble.” 

On a set of electrical specifications 
such as are now being used and re- 
quired by Mr. Birch there is listed the 
size of the wirc, number of pounds, 
number of circuits, number of switch- 
es, fuse blocks or circuit breakers and 
if it is a stecl tube job the size and 
number of feet of conduit required. 

As a part of the specifications and 
contract there is a paragraph in which 
the signer agrees to pay the propor- 
tionate cost of increases over the speci- 
fications. 

If the specifications call for two cir- 
cuit breakers at a cost of $100 and the 
owner wants another one, then the 
proportionate cost would be $50. This 
gives owner, gencral contractor and 
the electrical contractor a_ tangible 
basis on which to figure changes above 
specifications. 





The next point at which there 
might be trouble is authorization of 
the changes. If the owner orders the 
extra work, then he needs to sign an 
order for it. If the general contractor 
orders it, then he needs to sign an 
order for it and as said before these 
orders come directly to Mr. Birch, who 
is the only one with authority to stop 
his men and to ask them to proceed to 
do something not in the contract. 

Both REA and the FHA are now 
doing a good job of inspecting, Mr. 
Birch said, and it behooves every con- 
tractor to figure only on first class jobs. 

Overloaded branch lines seem to be 
the most.common error in the cheaply 
wired buildings, Mr. Birch said. He 
recently completed a job on a building 
that had been turned down by the 
FHA inspector due to inadequate wir- 
ing and failure to do Code wiring. Mr. 
Birch said he found but two circuits 
v. hen there should have been five. 

The difference in the cost of wiring 
two circuits against the cost of five is 
apparent. 

Again the problem of what is or is 
uot in the contract comes up. 

Mr. Birch said when he got one of 
these jobs that had been started and 
could not be completed because of in- 
spection difficulties that he surveyed 
the job and listed the work done that 
could be left in the job. To that he 
added the new work, drawing up a sct 
of specifications covering both, and 
guaranteeing the job to pass any type 
of electrical inspection, found that it 
usually worked out well. 

Unless specifications are drawn up 
listing both the old work and the new, 
he has found that the owner always 
values too highly the work that has 
Leen done and does not realize the 
amount of new material and time put 
iui On top of the old job. 

The Electric Shop was started six- 
teen months ago by Mr. Birch and he 
has enjoyed a steady flow of both new 

and old-house wiring jobs, along with 
several industrial contracts. 


Sales Strategy That 
Sells the Farmers 


(Continued from page 74) 


“over the counter.” 

Washing machines have an import- 
aut place in the new George store. 
A well-lighted corner has been desig- 
nated for the home laundry demon- 
strations that will be staged frequent- 
ly. Here a complete laundry will be 
in operation. 

Service on washing machines has 
always been stressed. The service de- 
partment in the rear is well-equipped 
to take care of all repairs. 

Although the farmer’s needs have 
been given paramount attention, the 
city dweller has not been forgotten. 
Some of the most luxurious appli- 
ances manufactured are featured, in- 
cluding ranges in the highest price 
brackets. No cheap ranges are car- 
ried. Mr. George wants his store to 
have the reputation of showing only 
the finest of ranges. 

At this time special attention is also 





‘aller than owner B. H. George, 
these large water heaters sell well 
to beauty and barber shops. 





Ioa°o 


ELECTRIC MoTOR DIAGRAMS 
AND TABLES 








ELECTRICIANS — MOTOR REPAIRMEN 
Here is the book you have been waiting for! A prac- 
tical encyclopedia of information on all types of 
Electrical Motors and Controls. Contains connections 
for Single, Two and Three Phase and DC Motors. 

Both standard and special circuits. Methods of 
ting for change in volt- 





rewindi and r 


ed tables. 
Money-back guarantee. 


Box S-01 





age, phase, speed, frequency. Hundreds of select- 
Book now available at $7.25 each. 
Free literature. 


EDUCATIONAL ADVANCEMENT COMPANY 
LAKEWOOD, NEW YORK 

















your copies. 




















Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. 
dress, and remittance at once to make sure of getting 


ELECTRICAL 
Grant Building 


Send name, ad- 


SOUTH 
Atlanta 3, Ga. 
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TO INCREASE BULB 
SALES and BEAUTIFY 
YOUR FIXTURES 
Feature 


Candylbeme 


and 


Candle Flame 






Candylbeme clear 
glass lamps illum- 
inate pleasantly, 
without diffusion, 
emphasizing glass 


ular with contractors, dealers, 


advertised! 


NORTH AMERICAN 
Lamp Ca. 


St. Louis 6, Mo. 





Electric 


1036 Tyler Street 
Southeastern Representative 
170 Ellis St. N. W. 


Carl Henry Atlanta, Ga. 





Candle Flame 
lamps can be sup- 
plied in clear, 
frosted, or a va- 


riety of tints to 


and polished sur- Both of these popular type lamps harmonize with 
faces to bring out ¢can be supplied for both stan- fixtures and furn- 
the richness of the dard or candelabra sockets. Pop- ishings. 
fixture design. 


and purchasers alike. Nationally Send today for 
prices and details. 














Here's How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as ... 
®Stagnant Air ®Excessive 
Heat *High Humidity 
®Chemical Fumes Severe 
Smoke. 








MARTIN 
Utility 
EXHAUST FANS 
BA sturdy fan to fill a variety 
of ds. For h oe « for 


commercial and light indus- 
trial uses. 








MARTIN Fan & Blower Co. 


4632 West 21st Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 


Write for information. 








EXHAUST FANS. 












































The New Home of 


{ Ratt 


PRODUCTS 


Lloyd appreciates the patience and forbearance you have 
shown when overloaded manufacturing facilities slowed down 
delivery of Lloyd Flex-Loc Lamp Holders and Lloyd Auto- 
matic Starters. We are now at home in this large modern 
plant, where greatly increased facilities will make possible 
greater service to all our customers . . . service which we 
hope will match in quality the matchless Flex-Loc Lamp 
Holders and Lloyd Automatic Starters. 


LLOYD POLICY INSURES QUALITY 


651-F 
FLEX-LOC Lamp Holder 


Automatically self-adjusting. Engi- 
neered to fit ALL STANDARD spac- 
ings. POSITIVE AUTOMATIC 
LOCK. PERFECT ELECTRICAL 
CONTACT. Brass contacts grip BOTH 
sides of lamp pins securely. 

Listed and Approved by Underwriters’ 
Lab., Inc., and Canadian Standards 
Assoc., App. Division, E.T.L. Test 
Report 314454 Available. Patented 
Other patents pending. 








FS-40 
AUTOMATIC Starter 


CUTS OUT deactivated or flickering 
lamps. CUTS OUT current to lamp 
and ballast. Increases life of lamp 
and ballast. 

Listed and Approved by Underwriters’ 
La., Inc. Certified by E.T.L., Spec. 6. 
Pat. Nos. 2200443-2228210. 





LLOYD PRODUCTS COMPANY 


Providence 5 Rhode Island 


GEORGE E. ANDERSON CO. Ss. L. BAGBY COMPANY 
Sante Fe Bidg., 822 W. Moorhead St., 
Dallas 2, Texas Charlotte, N. C. 


WILLIAM H. BERRY, JR. 
88 Pryor St., S. W., Atlanta 3, Ga. 
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McGILL LAMP GUARD. 
HANDLES 






No. 4675 







A live red _ rubber 
gasket, solidly ce- 
mented into the end 
of the handle adds 
still another sufety 
feature to all McGill 
wood- handle Lamp 
Guards. Flexible, yet 
firm, the rubber gasket grips the cord closely 
as it enters the handle. The snug fit makes a 
moisture-proof seal which positively bars dan- 
gerous water seepage . .. holds the cord away 
from the sides of the channel, ——— 
cord-fray which means shorts and shocks ere 
are more than seventy portable wood - handle 
lamp guard types in the comprehensive McGill 
line . .. all of them designed for maximum 
safety. Other safety and convenience features 
include handy thumb switch, cage heavily 
plated to prevent corrosion, Levolier socket and 
sturdy hardwood handle. Write direct or ask 
your wholesaler for more information on 
“Safety-First’’ McGill Lamp Guards . . . for 
every lamp use in industry. 


No. 8000 





Electrical Division 


MSGILL 


MANUFACTURING CO., INC. 
VALPARAISO, INDIANA 














108 , 











given to merchandise tor boarding 
houses, barber, and beauty shops. 
Large floor furnaces and water heat- 
ers that move too slowly for some 
dealers to handle are promoted by 
Mr. George. There is plenty of profit 
in individual sales and the big showy 
merchandise helps to fill up a lot of 
floor space. 

The sales force, which eventually 
will function, has not been built yet 
for postwar action. But when mer- 
chandise is more plentiful, Mr. 
George plans to have his salesmen on 
the job again, calling on boarding 
houses, barber and beauty shops, and 
farmers. 

Salesmen will stir up business in 
the field, but the prospects will still 
be urged to come personally to the 
store built for them, where a man 
who knows well how to run a busi- 
néss economically will talk the sort 
of economy a farmer especially under- 


stands—the economy of spending 
money to make moncy. 
Farmers, points out Mr. George, 


like some luxury and beauty about 
the farm, but more than this they 
like to know that their possessions 
work to add to their income. And 
that is the selling-point emphasized 
when farmers come to the store to 
look at the new merchandise. 

Mr. George and Assistant Manager 
Choate have prepared themselves well 
to tell any farmer or his wife how 
every appliance in the store can add 
to farm income by conserving time 
and labor and the energy of the men 
and women who produce. 





Showmanship in 
Appliance Display 


(Continued from page 72) 


ment by the shadowboxes will see 
one of the largest appliance depart- 
ments operated by any furniture store 
in the country. Space amounts to 
75 x 200 feet with T-shaped display 
islands, glass topped small appliance 
tables, and complete model kitchen 
facilitics. 

The huge appliance department 
plans to go aggressively into the top- 
price-bracket appliance field, accord- 
ing to Mr. Hart, with a large crew of 
outside salesmen in addition to the 
store’s veteran furniture selling staff. 

Two outstanding points observed in 
setting up the department are the fact 
that Lammert’s will not give priority 
registrations of any kind, and will use 
ex-servicemen entirely for the depart- 
ment staff. ‘We are giving no pri- 
orities or advance orders because we 
feel that they open up too many op- 
portunities for mistakes and ill-will,” 
Mr. Hart explained, “such as one 





M & W 


WATER - TIGHT 
RUBBER BUSHING TYPE 
CONNECTORS 
FOR 
SERVICE ENTRANCE 
CABLES 











The design of the rubber 
bushing is such that it has 









a greater surface contact 







around the cable than the 






conventional bushing, as- 


suring a water-tight fit 







around the cable. 






Send for Copy of 
Bulletin 15 


which illustrates our 








complete line. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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rP ART Sx\i NEW LIGitine 


FIXTURE EVERYONE LIKES 
MOTORS 


FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric ‘Master 





















Here is a fluorescent lighting fixture that 
no effort has been spared—no expense 


Century Hamilton-Beach Peerless ‘led ke it th d 
Cutler-Hammer Holtzer-Cabot Robbins & Myers curtail to make # the most outstand- 
Delco Howell Star ing in the field. Correctly spaced and 
Diehl Hunter Thor hinged louvres prevent direct view of 
Duro Ig Wagner lamps and permits easy replacement. 
Emerson Leland Westinghouse 

Marathon 


READING ELECTRIC COMPANY, INC. 


Parts: Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 


XY Continuous mounting can be arranged 


at no additional cost. A big feature in 


solving lighting problems in schools, 
Kieed nage 
WIND-O-VENTS UW AE 


Reversible 
Quiet 


























Side view showing scientific arrangement 


Porta ble of lamps. This fixture bears both Union 
Dependa ble and Underwriters’ Lahels and are fully 
guaranteed as to workmanship and ma- 


terial. 









RUF with Divert-O-Vent 


CERTIFIED 
RATINGS 


TEST STATEMENT — Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
f Association. This label 
certifies that the fan has been 


All units are packed one to a carton and 
are shipped F. 0. B. New York City. 
tested in strict accordance with 


fee | EASTERN LIGHTING 
fanncmee = ME, =| PRODUCTS CORP. 


REED UNIT-FANS, INC. 15 SOMERS ST. 


Manufacturers of Ventilating Equipment B R Oo oO K E Y N 3 3 N Y . 
s . 


1001 St. Charles Ave New Orleans 8, La 























ELECTRICAL SOUTH for SEPTEMBER, 1946 








koh An ae) 


SELL MORE 


Poultry 
time Switches 


Stock the New 
Paragon 
PS-30 and 


‘stalk’? these 
Unbeaten 





Features 


7 The new PS-30 provides .. . 
better than any other switch 
both morning and evening 
poultry house lighting with dim- 
ming period for roosting. Lighting 
stimulates hormones, increasing 
egg production without increasing 
feed consumption . . . when egg 
prices are highest. 
4 The PS-30 provides uniform 
work day throughout winter 
and summer .. . plus week-end 
leisure for owner and family group. 


Telechron Motored. n75 


priced complete °$] 97> 
Poultry Time Switch . LIST 


Write for sales aids. Paragon designs and 
manufactures Time Controls for every need. 


PARAGON ELECTRIC COMPANY 
1618 Twelfth Street., Two Rivers, Wisconsin 


SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Marietta Street, N.W. Atlanta 3, Georgia 
GEORGE £. ANDERSON COMPANY 
Sante Fe Bidg. . Dallas 2, Texas . Phone R-4013 


Two Cewenrs 
WISCONSIN 


DERS OF ELECTRICAL EQUIPMENT SINCE 1905 


Paragon :, 












weman irritated because another got 
a refrigerator ahead of her, etc. In- 
stead, we stick to the first-come, first- 
served theory, believing as we do that 
the customer who really needs a new 
appliance will keep coming in until 
she gets it.” Thus there is no fever- 
ish rash of bookkeeping or priority 
tabulations in the Lammert store. 
Lammert’s is taking in a_ steady 
stream of young ex-servicemen who 
are being trained as appliance spec- 
ialty men as well as for other depart- 
ments. ‘The G. I. Bill of Rights does 
not enter into this program at all; 
all training being strictly at Lam- 
mert’s expense, and designed to trans- 
form the apt “pupils” into efficient 
specialty salesmen. Probably fifteen 
will be on the appliance department 
staff when this campaign is com- 
pleted. Experienced salesmen from 
the store’s staff serve as instructors, 
with every phase ot appliance sales- 
unanship taken in a separate class. 





Changing Character 
Of Consumer Demand 
(Continued from page 70) 


hours. The psychology of mass dis- 
play versus a_ single-item display 
might also have been a factor in de- 
termining why one store kept the 
merchandise while another of like 
reputation moved it quickly. 

In attempting to analyze consumer 
buying psychology in Baltimore, it 
must be taken into consideration that 
Baltimore is a market that had been 
glutted with off-brand merchandise. 
In effect, it has been a “dumping 
ground” and a proving ground for 
piactically every new household appli- 
ance. Money is not so free there 
now, according to reports, and pos- 
sibly a good deal of the available cash 
has already been invested in sub- 
standard merchandise, lcaving the 
market for higher-priced merchandise 
in an awkward position unless an 
active selling job is done. 

One well-known Baltimore distribu- 
tor claims that in spite of the results 
of the survey, he is convinced that the 
demand there is as great, or greater, 
than any other city but merchandising 
is different and manufacturers’ plans 
must be adapted to the individual 
trading area. 

Baltimore has long been a city 
where a large quantity of appliances 
were sold through house to house or- 
ganizations and credit stores. Appar- 
ently, buying habits of the majority 
are not unchanged postwar. 

Knowing that Baltimore was not 
indicative of the buying habits of the 
South, Richmond was closely watched 
to see what the test promotion would 





reveal there. Again the leading de- 
partment and specialty stores partici- 
pated in the activity, Miller & 
Rhoads, Thalhimer’s, Price’s Appli- 
ance Store, Haverty’s, Petersburg Fur- 
niture Co. (Petersburg, Va.), Love 
Hudgins Appliance Co. (Petersburg, 
Va.), Phillip-Levy Furniture Co., 
Paxton’s Appliance Co., Jones & 
Gooding Appliance Co., and Bam’s 
Jewelry, and again the results indicat- 
ed by the Washington test were evi- 
denced. 

Buying was constant throughout 
the day. No large crowds stormed 
the shops, but the irons moved in a 
steady stream. Again, well-known ad- 
vertised. brand merchandise was _pre- 
ferred by the consumer to unknown, 
untried products. The salespeople 
themselves in the leading stores didn’t 
seem to be able to put much feeling 
behind off-brand merchandise either. 
Reports were that no enthusiastic pre- 
sentation is being made to customers; 
merely “Yes, we have an iron.” It is 
possible that salesclerks are already 
feeling consumer resentment at mer- 
chandise which does not stand up 
under use and for which no adequate 
service is supplied ! 

In Boston and Providence the tests 
were fast sell-outs. A near riot occur- 
ted in the Outlet Company house- 





TRICAL 
ECTORS 


ILSCO¢ 





9 SECONDS FOR A PERFECT CONNECTION 


Many millions in actual use... 
work ...no worries . : nO special tools. 
Ee 





Southeastern. Pen donee 
VERYLN H. BRANHAM 
180 Interlochen Drive, Atlanta, Ga. 
J. P. LUMPKIN 
248 Tranquil Ave., Charlotte, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OH 
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MZ gm, MURDOCK BUZZERS and 






NEW “7, 
Tone- Right : Mg / 


BUZZER! - 







List Price 
$1.00 each 
No. 46 


List 
$.30 each 
No. 10 


WM. J. MURDOCK CO. 


PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Electrical dealers everywhere report fast sales on these specialties. 
These sure-fire money-makers are made by the Wm. }. Murdock Co., 
for 50 years a leader in communications equipment. MURDOCK’S Tone- 
Right Buzzer attracts favorable attention because of its modern louver- 
design. Buzzer produces a pleasing, uniform tone and is guaranteed 
for years of trouble-free service. Choice of colors in attractive moulded 
cases. Operates on 6 to 8 volts, A.C. only. 344”%x 154”x 114” deep. 
This no-contact buzzer is fully insulated. 


Display Them On Your Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, compact 
appearance . . . smooth working, positive contacts . . . all metal parts 
rustproof and insulated. Available in attractive moulded cases. 


No. 10 — 154”%x14%%”x %” high. Name plate model No. 11 has 
removable metal escutcheon, 3144”x 1144” x 7%” high. 


Represented in the Southwest by GEO. E. ANDERSON COMPANY, 1901 Griffin St., Dallas 2, Texas. 
Represented in the Southeast by L. MORRIS LANDERS CO., 315 Walton Bidg., Atlanta 3, Georgia. 


WHOLESALERS: Write Today for Trade Discount 


236 Carter St. 


Chelsea 50, Mass. 








LIGHTING... 





In Advanced Planned Lighting we 
endeavor to fulfull the modern tech- 
nique of Architects and Engineers. 


Our individually designed units 
combine the Architect’s interpreta- 
tion of decoration with over two 
decades of sound design, develop- 
ment and manufacture in the lighting 
field. 


We are constantly incorporating 
the newest applications of proven 
value as stock items in a series of 
folios for commercial and home light- 
ing applications. Copies of these 
folios are available on request. 


Fleur-O-Lier Manufacturers 


GRUBER BROTHERS, INC. 


72-78 SPRING STREET — NEW YORK 12, N. Y. 
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tHe ~resk-r¥er MAKER” 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


= Single Inlet—Double Inlet. 400 
me} CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 
lishments. 























VENTILATING DIVISION 





SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE INDIANAPOLIS 7, U.S.A 












































































GEDNEY FITTINGS... FIT! 


FITTINGS 


GEDNEY ELECTRIC 
CONPAN 4 


RADIO CITY NEW YOR 





HOTEL 


FEnnOxX 











wares department of Providence which 
necessitated the house detective to be 
called upon to quell the over-zealous 
customers. Stores participating in the 
test expressed themselves as being fed 
up with off-brand products. The de- 
partment stores in particular were 
pleased to be able to advertise brand 
merchandise again. All are watching 
their inventories closely and are cull- 
ing the unknown in their stock to 
make room for the known which they 
hope will be forthcoming shortly. 

Over-all results of the test promo- 
tions revealed that: 

1. The pipe lines are not full nor 
are they generally showing any indi- 
cation of filling up shortly on brand 
merchandise. 

2. The pent-up demand for quality 
appliances is not a fictitious one in 
spite of the fact that consumers have 
placed more than one order for the 
same appliance with their various 
neighborhood dealers. 

3. Consumers are brand and qual- 
ity conscious; are discriminating buy- 
crs; want full value for their purchase 
dollar. 

4. There is « vast market for name 
merchandise that is properly and ag- 
gressively promoted, but even nation- 
ally-advertised products are likely to 
go begging in stores which fail to 
merchandise properly. 

Upon analyzing the results, Mr. 
MacCarthy said that he felt sufficient 
evidence had been obtained to justify 
a prediction that the turn of the iron 
market should not be reached before 
July, 1947, provided production is ac- 
celerated as planned, and barring un- 
foreseen manufacturing difficulties. 

He stated further that the results 
of the tests had indicated that to mer- 
chandise successfully postwar con- 
sumer buying habits in individual 
marketing centers must be known. 
Simple, workable merchandising plans 
must be provided and product train- 
ing must be stressed. Such a program 
is already undcr way, he revealed, as 





features, new compact size .. . 


MANKATO 





THE MODEL 130 
AUTOMATIC TIME SWITCH 


For turning signs, window lights, lighted billboards, and so on, ON 
and OFF automatically. Will handle loads up to 3300 watts. Easy 
to install and simple to operate. Load can be turned ON or OFF at 
times not called for by Time Switch. Self-starting electric motor 
will operate at temperatures down to 20 degrees below zero. New 
New opportunities for your profit! 


Write for Information and Discounts. 


AUTOMATIC waits MFG. CO. 





tar as Proctor is concerned, with dis- 
trict managers in the various territor- 
ies already promoting scores of 
Proctor products training meetings 
throughout the South. 


Separate Store Rules 
For Appliance Depts. 


(Continued from page 68) 


ideal. We have checked and dis- 
covered that more people per day pass 
the location of our sales center than 
any other spot in Fort Worth. By 
lengthening our work, day we expect 
to cash in on that traffic.” 

Mr. Sarazen believes that much ot 
the sales effort should be concentrated 
on sale of the complete electric kit- 
chen, for ‘The Fair, he says, wants the 
big-ticket orders of $1,000 and $1,500. 
But his complete kitchens will be 
comprised of the leaders in the various 
appliance fields, as rated by The Fair, 
rather than complete kitchens by a 
single manufacturer. 

“There are three points in our pro- 
gram to get appliance business,” Mr. 
Sarazen continued. ‘First is the ap- 
pliance sales department, separate 
from the store proper, and next in 
importance is our policy of specializ- 
ing on exclusive lines. 

“In each type of major appliance 
we will handle one item and we have 
have been successful in getting what 
we consider the leader in each field.. 
This policy does not include radio, 
where we will handle what we think 
are the top four, each in a distinct 
price range. 

“Our selections have been based on 
what is obvious about public accept- 
ance. For example, we think the re- 
frigerator we will sell is the leader 
among refrigerators. We do not 
believe in having a second refrigera- 
tor as a competitor for our chosen 
product. It is not logical, from our 
viewpoint, to fail in selling a prospect 
a refrigerator we have represented as 





ae 


30 AMPERES . . 
3300 WATTS . 


MINNESOTA $1 3: oo! 
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Try to Match this 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 























is = 

an moToR HUM 

By L PATENTED 

ct wren SrOcn- 
“4 Breeze” to Sell +t 

ot Imagine an attic fan 

‘ Thing ne bl dvestnent 

t or alignment, no motor ;_- 

aa hum transmission, long AUTOMATIC 

1¢ life. Well, it’s here and BELT 
it’s your chance to cash AQIUSTMENT 

0. in on an item that is a 

ye breeze to sell. The fan 

, with patent features. 

1S 

I, Immediate delivery on complete 42” fan chassis less 

a motors. Limited supply of fans with motors. Any 

1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 

D- this revolutionary fan. 

I. *All patents applied for 

> 

eC 

n STONEWALL COMPANY 

. Southern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. 

FACTORY: 138 WEST 54th ST., CHICAGO, ILL. 

€ 

e 
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| FAN BLADES 

2 

t 














Made by a manufacturer with years 
of ventilating experience, with 
thousands in satisfactory use 
throughout the country. 

These blades are designed and en- 
gineered to produce a maximum 
flow of air, are uniform in size and 
shape for equal distribution of load, 
dynamically BALANCED with every 






Peep 2 
It wout be 
loug Tow / 


Those chilly days that arrive before house- 
holders have started up their furnaces will 
bring a rush of orders for portable electric 
heaters. To make sure that you will be ready 
for the early Fall buying period, put your order 
in now for America’s best-known, fastest- 
selling heater in its price class—a price that 
assures you more profit per unit than your gross 
receipts from conventional electric heaters. 





Model 421 CO, 2 blades, 
operates on 1/6 H.P. motor 
or larger at 1,725 R.P.M. 
Made in either 1/2” or 5/8” 
bore. Packed 12 to carton. 


Model 420 CO (shown at right)—4 
blades, operates on % h.p. motor or 
larger at 1140 r.p.m. Also operates 
on 1/3 h.p. or larger at 1725 r.p.m. 


Model 424 CO (shown at right)—4 
blades, operates on 1/6 h.p. motor 
or larger at 1140 r.p.m. Alse oper- 
ates on %& h.p. motor or larger at 
1725 r.p.m. 


Made in either %” or 5%” bore. 


desirable feature of STRENGTH 


Model 421 CO 22” Blade TRUENESS, QU 
BEAUTY incorporated inte them. 


Prices quoted on request. 


IETNE6S and 

















Model 420 CO 20” 


All Trilmont distributors are ready now to 
make deliveries—not promises . . . So write us 
today for the one nearest you and be prepared 
for those customers who want the kind of heat- 
ing performance only a TRILMONT offers. 


MODEL A—1200 WATTS—10 AMPS (@ 120 VOLTS 
MODEL AA—1320 WATTS—12 AMPS @ 110 VOLTS 


APPROVED 
OPA PRICE $3300 
ER 
including Excise Tax and Heavy Cord Set 
..+95c extra in Zone #2 


Packed 6 to the carton. 





Products of C & H Air 
Conditioning Fan Co., Inc. 


Model 424 CO 24” 


Texas & Okla. Sales Office: 
508 Insurance Building 
Dallas 1, Tezas 









qaunt or . Zz 


e 
Guaranteed by * 
Good Housekeeping 


ADVERTISED IN, AND 





Distributed by 
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APPLIANCE DISTRIBUTING CO. 
163 WALTON ST., WN. W. 
ATLANTA 3, GA. 





WARRANTED BY => 


Mop, f DEFECTIVE OR ae 
45 avvearisto WES 














TRILMONT PRODUCTS CO. 


24th & WALNUT STS + PHILADELPHIA 3 












Bue 
Carbon Products 










fF « HELWIG «* 
ry MOTO BRUSH KIT 








BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 
Southern Offices 
Room 316 Walton Bidg., 
Atlanta, Georgia 
Telephone: JAckson 6097 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 bn en sag Panes St. Louis, Mo. 
Tel 6510 

















FOLDING DOUBLE CUPPED 
* WASHER LUGS x 


A SIZE and TYPE for every need! 


FOLDS OVER HERE TO CLOSE 


KRUEGER & HUDEPOHL 





HIRD—-ES * CINCINNATI 2, OHIO 








the finest, then show the prospect a 
refrigerator and represent it as just as 
good. 

“Further, we don’t believe that 
customer acceptance of one item in 
a line necessarily carries acceptance of 
other items in that line. ‘That’s why 
we won’t try to sell complete ‘name’ 
kitchens.” 

Third point is the Fair program is 
installment buying by customers in, 
advance of merchandise delivery. 

Since October of 1945, ‘The Fair 
has been accepting signed contracts 
for major appliances and customers 
have been making monthly payments, 
with deliveries being made in order 
of acceptance of contracts. 





Aluminum Conductors 
For Building Wires 
(Continued from page 66) 


At equipment terminals that do not 
employ binding screws, ¢lectrical con 
nection is generally by soldering lugs 
or by pressure connectors. At pres- 
ent such terminal fittings are not 
generally available except in copper 
or brass. In moist atmospheres the 
electrolytic effect may dcvclop in due 
time with connections of these types 
unless inserts of a “neutral” metal 
such as zinc, or other special methods, 
are used. ‘The mechanical and elec- 
trical reliability of such connections 
depends upon practices and work- 
manship not as vet generally emplov- 
ed. Dressing connections with coat- 
ings to exclude air from contact areas 
may not be a permanent measure. 

Soldering: Suitable solders and sol- 
dering fluxes for joints between alu- 
minum conductors or between such 
conductors and terminal fittings of 
other metals are not commonly avail- 
able and the “know-how” in the use 
of those that are availabic is limited. 

Voltage Drop: Because of lower 
conductivity the effect of voltage drop 
must have special consideration in 
layouts of wiring and loads. 

Melting Point: The iower melting 
point of aluminum will produce dif- 
ferent effects under short-circuit con- 
ditions. Very likely burnouts (holes ) 
in raceways and fittings of other me- 
tals from accidental grounds will be 
less frequent and less severe. 

With normal conditons, the forego- 
ing and possibly other considerations 
might justify deferring recognition of 
building wires with aluminum con- 
ductors. Certain phases of the pres- 
ent conditions approach the status of 
an emergency, which may warrant 
special action by all concerned, in- 
cluding inspection authorities having 
jurisdiction. When consideration is 
being given to so doing, the possible 
appearances of some of the pheno- 


mena discussed herein, perhaps long 
after the emergency has passed, shoulu 
not be ignored. Those having such 
authority and who conclude that 
their approvals should be withheld 
should not be challenged for their 
concern for the future safety condi- 
tions in the premises affected. 

Generally speaking, it seems clear 
that in many areas and in various pre- 
mises in perhaps other areas, condi- 
tions likely to favor corrosion troubles 
because of this emergency substitu- 
tion may never be present. Perhaps 
the sum total of premises where the 
substitution will not add to hazards 
to life and property greatly exceeds 
that of those where trouble may be 
anticipated. 

Underwriters’ Laboratories, Inc. 
has notified its Electrical Council and 
Manufacturers of Building Wires that 
effective September 1, Inspected R-C 
wire labels may be used on conduc- 
tors No. 12 and larger. 





Oba Lox 


LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 


Galvanized Structures. 
It sticks, it blends. 


CHibord inc 


NORTH ARLINGTON, N. J. 





EXPERIENCED ELECTRICAL 
ESTIMATOR AND 
ENGINEER WANTED 
by a leading electrical contractor in 
southeast. Excellent opportunity for man 
with suitable background in industrial 
electrification, preferably in textile field. 
Applicants state age, education, experi- 
ence, references, and salary. Address 
Box 613, care ELECTRICAL SOUTH, 

Grant Bidg., Atlanta 3, Ga. 











WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer, 
responsible charge electrical engineering 
and design of steam-electric and hydro- 
electric power plants and high voltage 
substations. Applicants please furnish 
personal data and Experience Record. 


Box 122, Church St. Station P. O. 
New York 6, N. Y. 
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SECO coouing Fans 
Setter 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 


SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


ATTUtEsS 

crurcnes 24”, 30”, 36”, 42", 48”. 
and for (3800 to 18,500 C.F.M.) 
Industrial Write for Mlustrated Bulle- 
Installations tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4 4916 EASTON AVE. * ST. LOUIS 13, MO. 











REMEMBER THE NAME... 

















AUTOMATIC ELECTRIC WATER HEATERS 
One of the First. . . 


In 1915 we introduced the first ‘“Sepco” 
Water Heater which would heat water 
electrically. 


Through these years they were constantly 
improved to provide quick, dependable trou- 
| ble free hot water supply. 


| We attribute their performance to Sepco’s 
| five exclusive features— 


: ' SEPCO—Vertical Heating Unit 
—Snap Action Immersion Thermostat 
—Special Design Diffuser 





—Easy to Service 
—Adaptability to Any Specifications 


Manufactured only by 


| |} The Automatic Electric Heater Co., Inc. 
POTTSTOWN, PENNA., U. S. A. 











WASHING MACHINE 


Replacement Parts 
For All Makes 
WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 
Goodrich Wringer Rolls 


Gates Belts 
T-K Range Parts 





DISTRIBUTORS, 













811 - 9th St., N. W. 
WASHINGTON 1, D. C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS'N 
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Announcing . . . 
“Siluer-Nire’’ Zant 


EXHAUST OR ATTIC 


We take pride in announcing the “Silver-Aire” 
Fan, for both exhaust and attic use. These 
fans are supplied with either G.E. or Westing- 
house motors, and are available in 36” and 42” 
sizes. 







Available immediately in limited 
quantities to jobbers ONLY. 


| | A PRODUCT OF 


C & H AIR CONDITIONING FAN CO. 


INCORPORATED 
1603 DEKALB AVE., N. E. ATLANTA, GA. 
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Proven Acceptance 
makes 


BAR-BROOK 


The BAR-BROOK custo- 


mers of the past are our best advertise- 
ment—yours too, if you sell BAR-BROOK Attic Fans. 
They’re easy to sell, because those who buy BAR-BROOK stay sold... 


and tell others. 


The proven acceptance of BAR-BROOK Attic Fans is easy to ex- 


The New Bar-Brook 
Window Fan 


At last, a window fan of mod- 
ern, functional design. Ideal 
for apartments, small homes, 
offices. Only 5%” thick. Looks 
like venetian blind. 


SHIELDS 
Ps 


plain. This modern efficient ex- 
haust-type cooling appliance is easy 
to install—gives silent, trouble-free 
performance year after year. Eco- 
nomical, too. Complete capacity 
range from 7,500 CFM to 21,000 
CFM (ratings certified under ASHVE 
code), one-piece streamlined orifice, 
built-in thermal overload protection. 


Write now for information about 
your territory! 


Mf. R. J 
Hepr 


Earle Goetze a 
Mdse. Mart, Kansas City, Mo. 





Southeastern Representative: 
Falwiller & Chapman Company 
314 Luckie St., Atlanta, Ga. 


Southwestern Representative: 
Geo. E. Anderson Company 
Santa Fe Bldg., Dallas, Texas 


summer / SHREVEPORT 
Ne Wa ar(ciniaacsivie Ce 


} Texas Ave. 


Shreveport, La. 
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Sop nh ah i 


The Advertiser's Index ie published as a convenience and not as « 
part of the advertising ompree. Bony | care will be taken = indes 


correctly. No allowance will be 


made for errors or failure te insert. 
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Adam Electric Co., Frank 
Advance Transformer Co. - 
All-Steel Equip. Co. 
Aluminum Co. of America 
American Blower Corp. 
American Coolair Corp. 
Anaconda Wire & Cable Co., 
Anderson Brass Works, Inc. 
Appliance Distributing Co. 
Atlanta Electrical Agents’ 
10-Year Club 
Automatic Electric Heater 
Co., Ine 
Automatic ‘Electric Mfg. Co. 


Bendix Home Appliances, Inc. -. 53 
Benjamin Electric Mfg. Co. * 
Briegel Method Tool Co. od 
Bright-Light Reflector Co. -.-. 97 
Bull Dog Elec. Products Co. -- 5 


Cc 


Cc & H Air Conditioning 


1 
eee 


Clark Water Heater Division 

Collyer Insulated Wire Co. 

Commercial Credit Co. -_--- 

Crescent Insulated Wire & 
Cable Co. 

Crouse-Hinds Co. -------- 

Curtis Lighting, Inc. 


D 


D & M Mfg. Co., " 
Day-Brite Lighting, Inc. 


Eastern Lighting Products Cv. __109 
Edison Genera] Electric 

Appliance Co. $1 
Educational Advancement Co. -_106 
Efficiency Elec. & Mfg. Co. --_100 
Electric Steam Radiator Corp. 101 


e 
Federal Electric Products 
ee ed 


Frigidaire aaa 


G 


Gedney Electric Co. 
General Electric Co. 
(Adequate Wiring) 
General Electric Co., 
(Conduit) 
General Electric Co., 
(Construction Materials) 
Genera! Electric Co., 
(Insulating Materials) 
General Electric 
(Lamps) » 16 and 16 
General Electric Co., (Premier 
Vacuum Cleaner Serv.) 
General Electric Co., 
(Wiring Devices) 
General Luminescent Corp. 
General Mills, Inc. 
(Home Appliances) 
Gibson Mfg. Co. 
Good Mfg. Co. 
Graybar Electric Te «<- 
Gruber Bros., Inc. —.------ 


H 


Hazard _—— Wire Works 
Helwig Compa RETIN RLS. 
Holdenline . {inside Front Cover 
Hotel Lennox 1 
Hote] Mayfair 
Hub Electric Corp. 
Hubbard & Company ---.----.. 23 
Hunter Fan & Ventilating Co.. 
Inc. asivéieboeage) DUO Gaver 


Ideal Industries, Ine. —____.__- 
Iisco —— Tube & Products 

.. Ine. 
Insto-Gas rp. 
Insulation & Wires, Inc. 71 and 94 
— Varnish & Insulator 


J 


Jones Metal Prod. Co. 


K 


Kearney Corp., James R. 
Krueger & Hudephol 


L 

Landers, Frary & Ciark _- 
Leader Electric Mfg. Co. ___~ 
J 4 a eee 
Lloyd Products Co. - 


M 


M & W Electric Mfg. Co., Inc. ue 
Malleable Iron Range Co. ____ 

Martin Fan & Blower Co. "107 
McGill Mfg. Co., Inc. ~~_-- ---108 
McGraw Electric Co. 
Mitchell Mfg. Co. ~~~ -_-____- 

Monarch Fuse Co., Ltd. ____- “108 
Murdock Co., Wm. J. __- 111 


National Electric Products Corp. 73 
Noblitt-Sparks Industries, Inc. 
North American Electric 

J 3 (ee 


Oo 


Okonite Co. —~-_- 


P 


Paragon Electric Co. --_____- 
Pelham Elec. Mfg. Corp. 
Penn-Union Electric Corp. 
Premier Vacuum Cleaner 

a 
Proctor Electric Co., Division __ s 
Progressive Farmer 


Reading Electric Co.,Inc 

Reed Unit-Fans, Inc. ~~. -~--_-- 109 
Rittenhouse Co., Inc., A. FE. _._.. * 
Royal Electric Co. -_--- ae 


$s 


Samson United Corp. --- 
Sangamo Electric Co. 
Schwitzer-Cummins 

Seco-Lite Mfg. Co. 

Shreveport Engineering Co. 

Spero Electric Corp. ----10 and 11 
Square D Co. _. Inside Back Cover 
Stonewall Company 118 
Subox, Inc. 

Swivelier Corp. 


T 


Trible’s a 
Trilmont Products Co. 
Trumbull Electric. Mfg. Co. 


U 


United States Rubber Co., Inc. 
(Tape Division 

United States Rubber Co., Inc. 
(Wire Division) --___- 


Vv 
Virden Co., John C. 


WwW 


Wakefield Brass Co., F. W. 
Walker Electrical gpa 
War Assets Administration 
Ward ‘Leonard Electric Co. ---- ? 
Westinghouse Electric Corp. 

(Appliances) - a 
be ges Electric Corp., 

(Lamps _. 20 and 
Weston Electrical ‘Instrument 


Edwin L. 


Corp 
Wiegand Co., 


Y 


Youngstown Sheet & Tube Co. -- 83 
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